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COMMITTEE REPORT 
ON MORTALITY TABLE 





Lively Discussion Before Special 
Committee of the Insurance 
Commissioners Convention 





TO CONTINUE RESEARCH 





Much Opposition Was Aroused on Part 
of Younger Companies to Change 
in Operations 





As a result of its hearings on Nov. 19 
in New York and Dec. 7 in Chicago the 
committee of the National Convention 
of Insurance Commissioners on the 
question of making the adoption of the 
American Men table permissive as a 
standard of valuation brought in a re- 
port to the Commissioners Convention 
at itt December meeting in Chicago 
Tuesday, suggesting that the committee 
be continued and stating that it is clear 


that before any alternative minimum 
standard of valuation could be adopted 
it would be necessary to amend some of 
the laws of many of the states and 
further that there seems to be some 
doubt as to the suitability of the 
American Men ultimate mortality table 
as a valuation standard. 


Will Get More Information 


Companies will be circularized with 
a view to obtaining the ratio of actual 
mortality experience by each of them 
to the mortality expected by the Ameri- 
can Men ultimate table. 

The character of the report demon- 
strates clearly what the attitude of the 
committee is and some of the important 
work that it has done. The report was 
adopted unanimously with recommenda- 
tions that the present membership be 
maintained regardless of any change in 
affiliation made by its membership. The 
report said: 

In order to secure in concrete form 
an idea of how extensive would be the 
changes in state laws necessary to effect 
the proposed change in valuation stand- 
ards, this committee addressed to every 
insurance commissioner a letter contain- 
ing the following four questions: 


Four Questions Asked 


1, Under your present laws, could a 
life insurance company value its busi- 
hess on the American Men ultimate 3% 
percent table? 

2. If not, what sections of your law 
Prohibit such procedure? 

3%. Would you require 
Set up deficiency reserves if its gross 
premiums were less than the American 
Experience Table at 3% percent net? 

4. Do your laws require that surren- 
der values be based upon the American 
Experience reserves? 

An analysis of the answers received 
from 43 insurance commissioners is 
Siven below: 

Question No. 1—No, 23; yes, 20. 
Question No. 3—No, 16; yes, 25; doubt- 


a company to 


ful 

7 No. 4—No, 29; Yes, 13; no 
answer, 1. 

The life insurance business in the 


Unitea States has been developed around 
(CONTINUED ON PAGE 27) 








PRESIDENT JONES TELLS IMPORTANCE 
OF WELL TRAINED FIELD MEN 








RANK L. JONES of Indianapolis, 

president of the National Associa- 

tion of Life Underwriters, was in- 
troduced at the meeting of the Life Pres- 
idents Association last week and made 
a big hit by his remarks. He said in 
referring to the status and importance 
of the rate book man: 

“There is one problem in which we 
are jointly interested, and that is the 
problem of the agent. 

“Out in the great northwest territory 
in the early days there was a tribe of 
Indians which was led by probably the 
best military chieftain of that time, Te- 
cumseh. You will remember the hard 
battle General Harrison had with him 
at Tippecanoe. 


his military establishment that he re- | 


ferred to as ‘etasay.’ The ‘etasay’ was 
the man who was out front. It was his 
duty and obligation to be constantly in 
touch with the enemy, 
emy was an Indian, an Indian tribe, or 
the white man. Tecumseh considered 
the ‘etasay’ the most important man in 
his military organization. He was the 
man out front. 


“Etasay” Is the Life Agent 


“The ‘etasay’ of life insurance is the 
agent. In our home offices we have 
medical departments consisting of men 
who are scientifically trained. They are 
of first importance in the matter of se- 
lecting risks, but I say to you that the 
‘etasay’ of life insurance, the agent, is 
the second most important man in the 
selection of risks. 

“I think a famous speaker you had 
here two or three years ago made the 
statement that a local doctor might se- 
lect risks with irregularity and the dis- 
advantage of that selection would wear 
off in five years, but that in the adverse 
selection of the agent, the adverse se- 
lection never wears off. 


Deals With Men Outside 


“You have in your home offices an 
actuary, and he is a scientific man, 
trained to the last minute, but easily the 
second man of importance in actuarial 
work is the agent. He deals in figures 
with the man out front. 
tact point. 

“You have the department of service 
in the home office, and 
worked out by which the policyholder’s 
interest may be considered and provided 
for. I have no hesitancy in saying that 
the man out front, the agent, is even 
more important than the man in the 
home office in the service department, 
however important he may be. 


Agents Not Scientifically Trained 


“We have the agency department, the 
agency head, a man who is well trained, 
scientifically trained, but easily the sec- 
ond most important man in agency w ork 
is the man out front, the agent, who is 
not scientifically trained. 

“You have the scientifically trained 
financial man in the home office of each 
company, but easily the second most 
important man is the agent in the field 
who must tell the policyholder how his 
money is being invested, that it is safely 
invested, and that it is returned to his 
own community to help build it up. 

“In all of these great relationships 
which your home offices have to the 


He had a set of men in | 


whether that en- | 


He is the con- | 


systems are | 


policyholder you have the scientifically 
trained man in the home office, but, on 
the other hand, in every instance, in my 
opinion, the agent is the second most 
important man and first in service, and 
yet he is the great untrained problem of 
life insurance. 


What Associations Are Doing 


“The only cooperative movement there 
|is in this country to rectify that very 
serious and very bad situation is that 
we have 164 local voluntary associations 
| of leading underwriters who have taken 
upon themselves, without expense to 
you, to educate your men in the finer 
points of salesmanship, in the finer 
points of service, in the finer points of 
in all of the fine points 
which you, as heads of your great in- 
stitutions, would have them excel. There 
| are 164 schools, local schools, voluntarily 
maintained, meeting once every thirty 
days, to consider the greatest problem 
of selling, the men who are bringing 
out into their fields the best you have 
in the home office, to tell them how to 
do it; societies or associations in which 
the innermost trade secrets of people 
are exchanged freely. They are main- 
taining these local associations, Y. M. 
C. A. schools, and bringing college 
schools into their midst. What for? To 
make scientific this man of second im- 


| competition, 


portance in all of our work, the man 
who is yet untrained. 
Peter Lux and His Corn 


“We have out in Indiana the cham- 
pion corn grower of the world. His 
name is Peter Lux. He has taken the 
first prize as a corn grower many times 
He found, a few years ago, that he had 
reached apparently the maximum in 
corn growing efficiency, but he discov- 
ered something, and that was that on 
the south side and west side of his fields 
the corn was somewhat inferior in grade 
to the corn which grew in the middle 
part of his field and over on the other 


side. 
Corn Pollenated With Favor 


“He finally found that the reason was 
this, that when the winds blew from 
the west and south, where they prevail 
| in the summer time out there, that the 
pollen from the inferior corn of his 
neighbors was blowing’ over into his 
field and pollenating his corn so that it 
became inferior. If he had 
there Peter Lux would not be a great 
man. But he went into the best part 
of his field and took out the best of his 
| corn, which he could have sold at from 
$25 to $50 a bushel, and gave it to his 
neighbors, so that when the corn grew 
next year and the winds blew, the pollen 
which came from his neighbors’ fields 
pollenated his corn with favor. 


Effect of Inferior Agents 


“We have pollenation of ideas, and 
| so long as we stand by and see inferior 
| representation in life insurance, inferior 
| training, the good field of good ideas 
| will be adversely pollenated. 

‘I appeal to you men who are the 
heads of these great institutions not to 
| have simply a sympathetic interest in 
these 164 local associations, but that you 
have a commanding interest in them to 
the extent that we may think of you all 
as Peter Lux.” 





stopped | 


COMMISSIONERS MEET 
IN CHICAGO THIS WEEK 


Large Attendance of Company 
Officials and Organization 
Men at the Convention 


KENDRICK IS PRESIDING 


Urged That Accumulated Business That 
Has Been Growing Be Disposed 
of in Some Way 


The executive committee of the Na- 
tional Convention of Insurance Commis- 
sioners has fixed on Los Angeles as the 
meeting piace for the next annual meet- 
ing, and further decided to combine the 
usual December and fall meetings in one 
at the Leos Angeles gathering. The 
choice for the meeting was between St. 
Louls and Los Angeles. 





At the opening session of the Na- 
tional Convention of Insurance Com- 
missioners in Chicago Tuesday of ‘this 
week, W. R. C. Kendrick of Iowa, 
president of the Convention, emphasized 
the fact that there was a tremendous 
amount of work to be taken care of by 
the convention. He went into detail as 
to the amount of unfinished business 
that was still before the organization, 
much of which was initiated in 1922. 


He laid great stress on the fact that it 
was time for the convention to decide 
on much of its business, one way or the 
other. 





Advocates Model Code 


He then advocated as one of the new 
| things which must be taken up after the 
|unfinished business had been disposed 
lof, to discuss a minimum standard in- 
surance code. He said that it would 
not be possible for a state to adopt a 
uniform model insurance code but that 
the Commissioners’ Convention is in a 
position to intelligently consider, for- 
mulate and recommend a code covering 
only the essential phases of insurance 
law, the things that can be easily agreed 
| upon and conducted the same way in all 
| states. 

Deputy Commissioner White of West 
Virginia said that he hoped that an ex- 
ecutive session would be devoted to the 
Chrysler situation which is a very impor- 
tant topic in his state and the president 
assured him that such will be the case. 


Report by C. W. Hobbs 


Clarence W. Hobbs, representing the 
| Commissioners’ Convention in the Na- 
tional Council on Workmen’s Compen- 
sation Insurance, reported on the ac- 
tivities of the council and stated that 
the three year average system of devel- 
oping the loss rotio had simplified things 
considerably. 

R. Leighton Foster of Ontario, Can., 
secretary of the Canadian Insurance 
Commissioners’ Convention, was called 
upon and delivered best wishes from 
Canadian commissioners. 

The life insurance people were at- 
tracted to the Chicago meeting owing 

(CONTINUED ON PAGE 28) 
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EXTENDING ITS SCOPE 


SUN ENTERED IN TWO STATES 


Canadian Company Appoints J. N. 
Willis Manager at Cleveland, While 
D. J. Scott Gets Chicago Branch 


_ The Sun Life of Montreal is extend- 
ing its operations in the United States 
and has recently entered two important 
states of the central west, Illinois and 
Chio. The state headquarters for Ohio 
will be in the Leader building at Cleve- 
land, Joseph N. Willis of Richmond, 
Va., having been apnointed manager. 
In Illinois state headquarters have been 
opened at 112 West Adams street, Chi- 
cago, with D. J. Scott, formerly man- 
ager of the company’s Manitoba branch 
office at Winnipeg, as manager. 

The Sun Life is one of the largest 
companies in the world. In fact it can 
be said that it is the largest inter- 
national life company, because it oper- 
ates in more countries than any other. 


Willis a Strong Man 


Mr. Willis has long been regarded as 
one of the outstanding men in the Sun 
Life organization. His career as repre- 
sentative of the company in Virginia 
extends over 18 years. During that time 
he has consistently gained high honors 
in the company’s club of star producers. 
He comes from an old Virginia family 
and enjoys a large acquaintance. ; 


Scott Has Dynamic Energy 


_Mr. Scott, who takes charge of the 
Chicago office, is a man of dynamic 
energy and engaging personality. He 
has been successful in building up a 
very desirable business in Manitoba. In 
fact the Winnipeg agency is one of the 
most productive of the Canadian offices. 
He is succeeded as manager at Mani- 
toba by R. S. Rowland, who has been 
manager of the mortgage department. 
Mr. Scott is well known in social, busi- 
ness and club circles in Winnipeg. He 
oer international trustee of the Kiwanis 
ub. 


Entered in Many States 


_ The Sun Life will at once be a factor 
in both of the states. The company has 
been operating in the United States for 
35 years, transacting business through 
18 branches. It is now admitted to 
Georgia, Virginia, Maryland, District of 
Columbia, West Virginia, New Jersey, 
Delaware, Pennsylvania, Michigan, 
Ohio, Illinois, Washington state, Ore- 
gon and California. Its insurance in 
force is around the $1,000,000,000 mark. 
It has assets of over $300,000,000 and 
an available service of over $22,000,000. 
In addition it has a contingency fund of 
$7,500,000. The dividends to policy- 
holders during the last five years have 
been consistently increased. — 
Large Investor in United States 


The Sun Life is a large investor in 
the United States. It has already in- 
vested in Illinois securities $17,690,000. 
In Ohio its investments there amount 
to $2,500,000. In the United States at 
large it has $60,000,000 invested. 

Superintendent of Agencies H. O. 
Leach has been in Cleveland and Chi- 
cago recently arranging for the two new 
branches. 

Farewell Dinner for Scott 


_A farewell dinner was given Mr. 
Scott at Winnipeg by officials of the 
company and agency staff prior to his 
leaving for Chicago. The citizens of 
Winnipeg feel that they have suffered 
a real loss in Mr. Scott’s departure from 
that city. His activities in community 
work cover a large field. The last suc- 
cess of the federated budget was largely 
due to his efforts, he being chairman. 
A number of presentations were made 
Mr. Scott, one unique gift being a 
cigarette case, on the inside of which 
was engraved the autographed signa- 
tures of all the agents of the Winnipeg 
office. 
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NEW FOR GROUP PLAN 


TO COVER POSTAL EMPLOYES 


Postmaster General in Report Recom- 
mends Legislation to Make 
Plan Possible 


WASHINGTON, Dec. 10.—Life in- 
surance for employes of the postal serv- 
ice, under the group insurance plan, with 
commercial companies is proposed by 
Postmaster General New in his annual 
report, just made public. Legislation giv- 
ing the postmaster general authority to 
contract for such insurance, to be car- 
ried voluntarily by employes and paid 
for by deductions from the salaries of 
those participating, is suggested in the 
report. 

“Recently,” the postmaster general 
points out in discussing this recom- 
mendation, “there has been much in- 
terest and a large development in the 
subject of the application of group life 
insurance to employes of large business 
concerns. Employers of large bodies 
of workers find it to their own advan- 
tage in several respects to encourage 
this form of protection and all the in- 
cidental advantages to their employes 
and appreciate its value to themselves 
as a business venture to the extent of 
contributing to the expense of group life 
insurance so contracted for. As to the 
benefits accruing to the insured himself, 
there can, of course, be no question. 


Advantage of Group Cover 


“Group insurance presents the advan- 
tage of securing this form of protection 








to the larger part, if not all, of the in- | 


div@duals in a service, and at a flat rate 
ot cost which will be much lower than 
can be obtained by many of the indi- 
viduals of the group if contracted for 
separately. 
cured from reliable companies, giving 
the benefits to each individual of life 
insurance payable at death to any bene- 


Such a policy can be se-|. i 
; | insurance covering the employes (to the 


ficiary that might be named by the in- | 


sured, insurance becoming payable at 
death from any cause whatsoever and 
in no wise affected by any rights that 
the employe might have under the fed- 
eral workmen’s compensation act, and 
total permanent disability from any 
cause before reaching a certain age. 
Some policies also provide for visiting 
nurse service without charge for all em- 
ploves residing in nursing districts 
maintained by the companies. 
New Legislation Needed 


“In order to secure insurance under 
these conditions it is necessary for the 
employer to contract for such group life 


COMPETITION IS KEEN 


| SEE MUCH STRIFE FOR GROUP 


Companies Are Figuring Very Closely 
and Are Offering Some Fancy 
Prices for Business 


There is considerable agitation among 
the companies writing group life insur- 
ance over the competitive conditions that 
are found at the present time. While 
the companies adhere strictly to rates, 
there is no standard as to the refund that 
will be made policyholders. In bidding 
on large group cases it is found that 
companies go to the limit in pledging re- 
funds after the first year. One company 
seems to have fixed a guarantee of the 
mortality of the previous year plus 10 
percent, thus making group insurance 
purely a service proposition. Executives 
of other companies who have gone into 
the situation thoroughly say that 10 per- 
cent is not sufficient to pay the expense. 


Make Heavy Guarantee 


Some companies are making a guaran- 
tee of a return of certain percentage of 
the premium paid. It is said that guar- 
antees have run as high as 65 percent 
and even more. 

It would thus seem that competition in 
the group field is becoming dangerous 
and that business may get to a point 
where it will be conducted at less than 
cost, the deficit having to be made up 
from the general surplus. Those who 
are particularly interested in group busi- 
ness say that the competitive strife at 
present is decidedly sharp and there 
seems to be no indication of any abate- 
ment. 





extent to which the individuals desire 
themselves to participate). In its ap- 
plication to the postal service it would 
be necessary for Congress to enact per- 
missive legislation authorizing the 
postmaster general to contract for group 
life insurance covering the employes otf 
the postal service to the extent to which 
they desire to participate and without 
involving any appropriation by the 
government for payment therefor. The 
legislation should authorize the setting 
up of the proper machinery for handling 
the insurance and would include au- 


| thority to make payroll deductions from 
lthe pay of those insured upon their 


written authorization, the cost of the 
insurance to be borne by the employes 
insured.” 


NEW MANAGERS NAMED BY THE SUN LIFE 


JOSEPH N. WILLIS 
Manager Cleveland Branch 


D. J. SCOTT 
Manager Chicago Branch 





HAD A RECORD MO 
HONORED PRESIDENT PRIQ 


Jefferson Standard Life Exceeds By 
Previous Month by Wide Mar- 
gin in Special Campaign 


GREENSBORO, N. C., Dec. 10- 
President Julian Price was 58 years of 
in November, and to honor his bir 
month the field force of the Jeffersy 
Standard Life sent in $13,748,200 of ¢. 
amined business. On Nov. 25, his birth. 
day, $1,128,700 of business was receive 
at the home office, and there were ty 
other $1,000,000 days in the month. Th 
average month production of the con 
pany for the first ten months of 19% 
amounted to $7,080,000, so the Noven 
ber production practically doubled this 
and topped by several millions the re 
ord month of the company. 

A special application booklet was sen 
to the entire field force. The cover wa 
in colors, with a picture of Presidem 
Price in the center, surrounded by 
jewels. The jewels on the cover of th 
booklet were perforated, and on the 
reverse side of each was a blank spac 
for the agent’s signature and the amout 
of the application. The men were ir 
formed that the jewels represented tk 
11 letters in his name and were aske 
to try to spell his whole name, detachix 
and pinning a jewel to each applicatia 
mailed during November, using them 
their proper order. 


Florida Branch Leads 


The Florida branch office, under the 
management of W. T. Hudgins, made a 
increase of 470 percent in the averag 
monthly 1925 production, leading all th 
agencies of the company not only in per 
centage of increase, but in volume als 
This office produced $2,525,000 of bus 
ness, exceeding by $1,000,000 the largest 
amount ever written by one agency ! 
one month. The leading agent in th 
number of “jewels” sent in was H. # 
Redner, with the Fort Worth branch o! 
fice, with a total of 104, James McCants 
ot Tampa, Fla., not only wrote the lar 
gest volume during the month, but als 
established a record for one month's pr 
duction. His total for the month wa 
$610,500. 


As a recognition of merit, the com 


pany presented to the representative 
with the Florida branch office a laree 
oil painting of President Price, done 0} 
Llovd Freeman. A smaller oil painting 
also done by Mr. Freeman, was Pf 
sented to Mr. Redner in appreciation | 


his valuable contribution to the succes 


of the month. 


Fight on Fraternal Merger 


Efforts of officers of the Maccabees 


and Lady Maccabees, fraternals wl 
headquarters at 
Huron, Mich., respectively, to 
the two organizations are meeting 
considerable opposition and the w 
affair may eventually wind up 1 
courts. ; ° 
A meeting of officers of the two 
ders is expected within a week, whe 
the matter will be taken up. It 's ; 
pected that the merger plan will ~ 
easily passed at this session and that # 
will be presented to Commissione 
Hands of Michigan for his approv® 
Before he has had time to act i ™ 
matter, opponents of the scheme prom 
ise, he will be enjoined from approve 
the consolidation and then the cont" 
versy can be aired in the courts. 


wit 
hole 


the 


Forming Florida Company 


O. J. Allison and George E. Hager. 
Lincoln, Neb., are organizing 2 life in 
surance company that will have 'ts _ : 
quarters in Jacksonville, Fla. The . 
cers are making arrangements to ~~ 
loans in Nebraska, but will not apply 
admittance to do business at this a 
Mr. Hager has represented a number © 
insurance companies as an attorney, 
while Mr. Allison is a wholesaler. 
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The members of the Association of 
ife Insurance Presidents at the meet- 
ng last week elected on the executive 
ommittee Daniel F. Appel, New Eng- 


ns the ree. ‘ ° _ 

and Mutual Life; Louis F. Butler, Trav- 
‘t was sen fmelers; George I. Cochran, Pacific Mu- 
cover was Mitual; William A. Day, Equitable Life of 
Boye lew York; E. D. Duffield, Prudential; 
ver of theamealey Fiske, Metropolitan Life; John 
id on thM@—R. Hardin, Mutual Benefit Life; Fred 


'\. Howland, National of Vermont; D. 
P. Kingsley, New York Life: C. A. 


lank Space 
he amount 


1 were it MPeabody, Mutual Life of New York, and 
sented th @@john D. Sage, Union Central Life. 
vere asked The officers were reelected, they being 


detaching 
application 
i them ir 


George T. Wight, secretary and man- 
ager; Charles G. Taylor, Jr., assistant 
manager and actuary; F. G. Dunham, 
attorney; Mott A. Brooks, assistant sec- 
retary; Vincent P. Whitsitt, assistant 
secretary; Charles F. Creswell, statisti- 
cian. 


under the 


;, made at 
Taylor Opened the Meeting 


e average 
ing all the At the opening meeting of the asso- 
nly in per MR ciation C. G. Taylor, Jr., assistant man- 
lume also Mager, called the body to order, as Man- 
) of bus: Mager Wight was confined to his home 
he largest with an attack of indigestion. The duty 
agency \ Bot opening the meeting had always been 
nt in theMBassigned to the late Job Hedges, gen- 
as H. 1 feral counsel of the body. Mr. Taylor, 
ranch ot MP however, made a most delightful im- 
McCants @¥ pression and introduced William A. 
e the lar Law, president of the Penn Mutual Life, 
but also who acted as the chairman thereafter. 
nth’s pro- The attendance this year, so far as 
onth was Mi the west and south were concerned, was 
BB considerably reduced on account of the 
the com- insurance commissioners  sidetracking 
sentative HM) New York for their mid-winter meeting 
> a large MM place, 
done by 
painting Former Commissioners Present 
was pre _There were two insurance commis- 
“tation ¢' & sioners present at the meeting, W. R. C. 
e success I Kendrick of Iowa, who gave an address, 
and C. R. Detrick of California. Mr. 
; Kendrick and Mr. Detrick left New 
er York Saturday for Chicago to be pres- 


accabees Mt at the meeting of the insurance 





als with @ cmmissioners, The former insurance 
d= Port Commissioners present at the presidents’ 
» merge # Meeting were J. V. Barry, Metropolitan 
ing wit) Life; A. C. Savage of Des Moines, 
e whol J§ 2uditor Royal Union Life; Clarence W. 
» in the Hobbs, who represents the insurance 
commissioners in the National Council 
two of # " Compensation Insurance; R. J. Mer- 
k, when Till, vice-president United Life & Ac- 
t is ex: Mm Cldent: A. T, Vorys, attorney at Colum- 
will be J bus, O., and Jesse S. Phillips, general 
| that t # "anager of the National Bureau of Cas- 
rissionet J “alty & Surety Underwriters. 
pproval 
in the Resolutions Meetipsz 
e prom E. E. Rhodes, chairman of the reso- 
proving & lutions committee, presented the follow- 
contro Ing report: 
ts. Resolved, That this association, hold- 
Pi its nineteenth annual meeting at the 
y _ & “se of the first quarter of the twentieth 
ager of century, records with great gratification 
life i that, in connection with demand for an 
is heat eecedented volume of life insurance, 
a raed have been unparalleled reductions 
sply for HE vidin a and a broadened service pro- 
time. Mere Ze anereaned benefits to policyhold- 
nber © their beneficiaries. 





That this association recognizes the 








HOLDING CONFERENCE 


SAUFLEY CALLED A MEETING 
Special Committee of Insurance Com- 
missioners Discussed Disputed As- 
sets of Inter-Southern Life 





Commissioner Saufley of Kentucky 
called a meeting of the special commit- 
tee of commissioners that have had in 
charge the investigation of the Inter- 
Southern Life of Louisville. Mr. Sau- 
fley finding that these commissioners 
were attending the National Convention 
of Insurance Commissioners in Chicago 
took advantage of the opportunity to 
hold the conference. He stated that the 
Kentucky department had not acted at 
any time independently of the other 
commissioners but had kept in touch 
with the committee and had been guided 
by its suggestions. He said that the 
Inter-Southern Life had complied with 
the demands of the committee in that 
it had amended its by-laws and elected 
a full quota of directors. Commissioner 
Saufley said that some very excellent 
men had been chosen on the board. 

The conference at Chicago was to 
take up questions regarding disputed as- 
sets. According to the appraisal found 
in the Ernst & Ernst report values of 
certain holdings were placed at a less 
figure than the appraisal made for the 
company by the Coats & Burchard 
Company. 

At a conference with a committee rep- 
resenting the new board of directors of 
that company, to discuss the matter of 
working out some of the doubtful assets 
of the Inter-Southern, the commission- 
ers were favorably impressed with the 
membership of the committee, and asked 
for a written statement of the company’s 
plan for handling these mortgages and 
securities. It is thought likely that the 
plan of the committee will be accepted 
and that the commissionets will be 
lenient with the company during the 
period when the doubtful assets are be- 
ing liquidated. 

INTER SOUTHERN BUSINESS 

LOUISVILLE, Dec. 10.—In one of 
the more recent published statements 
of the Inter Southern Life, in advertis- 
ing form in daily papers, the company 
indicates that its troubles over the year 
have not hurt its business in hand, al- 
though growth for the year has not 
amounted to a great deal. About the 
first of the vear, following an agency 
convention, it was announced that the 


company had over $102,000,000 of busi- | 


ness in effect. Its present statement 
shows $106.000,000 of insurance in force, 
or a gain of about $4,000,000 on the year 
over a period of 10 months shown in 
the statement. Paid for business the 
first 10 months of 1924 is given as $19,- 
615,727 and for the first ten months of 
1925 at $19,940,190. It stated that 
reinstatement of business for the month 
of October, 1925, was 40 percent more 
than in November 1924. 

William F. Bradshaw, Paducah; J. G. 
Coke, Auburn: “rk B. Petterson. Mt. 
Sterling: Ralph M. Barker, Carrollton: 
Lee L. Miles, Louisville, are directors of 
the company and members of a special 
committee attending the Chicago con- 
ference, along with President James R. 
Duffin, Charles B. Nordeman, director 
and acting secretarv: and Elwood Ham- 
ilton and Ernest Woodward, attorneys 
for the company. , 
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debt of the country to all well-directed 
efforts to prolong human life. 

“That this association applauds the 
successful efforts of the federal govern- 
ment to reduce the burden of taxation, 
and calls upon the several states for a 
like endeavor. 

“That this association is in hearty 
svmpathy with the increasing stabiliza- 
tion of investment securities through 
both public and private agencies.” 

Insurance Commissioner Kendrick of 


JONES NOW PRESIDENT 


HEADS INSURANCE COUNSEL 


Annual Meeting of the Organization 
Appoints Committee to Take Up 
Massachusetts Ruling 


James C. Jones, general counsel of 
the American National of St. Louis, 
was elected president of the Association 
of Life Insurance Counsel. at its conven- 
tion in New York last week. F. L. Al- 
len, vice president of the Mutual Life of 
New York, presided at the meeting. W. 
J. Tully of the Metropolitan Life was 
elected vice president, retiring from the 
position of secretary and treasurer. Mr. 
Tully was one of the founders of the 


organization, Harry C. Bates of the 
Metropolitan Life succeeds Mr. Tully 
as  secretary-treasurer. George B. 
Young, National Life of Vermont; 


JAMES C. JONES, St. Louis 
President Association of Life 


New 











Insurance Counsel 


Chandler Bullock, vice president State 
Mutual Life; J. S. Conwell, Penn Mu- 
tual Life; Samuel Davis, John Hancock 
Mutual, and David Kay, Jr., Mutual 
Benefit Life, were elected members of 
the executive committee, Future annual 
meetings will be held at the Hotel Astor 
instead of the Association of the Bar. 


Interest in Opinion 


Considerable attention was given to 
the opinion rendered by Attorney Gen- 
eral Benton of Massachusetts at the re- 
quest of the insurance department on 
the legal questions growing out of the 
conversion of life insurance policies. 
Vice-President William BroSmith of the 
Travelers suggested that a committee of 
four members and an actuary of a com- 
pany associated with the organization be 
named to confer with the Massachusetts 
officials. Mr. BroSmith expressed the 
opinion that the position of the attor- 
ney general might lead to harmful legis- 
lation. This opinion deals with the le- 
gality of conversion as of the age of is- 
sue; the necessity of physical examina- 
tion; questions of discrimination, and 
the legality of the refund of premiums 
in such cases. The committee consists 
of Mr. BroSmith, Mr. Bullock, G. W. 
Cox, Alfred Hurrell of the Prudential 
and Wendell Strong of the Mutual Life. 

President H. B. Arnold of the Ameri- 
can Life Convention brought the greet- 
ings of that organization. He is an at- 
torney and is president of the Midland 
Mutual Life. 


Iowa made a fine impression in his ad- 
dress. He introduced it with a story, 
stating that while he was attending the 
convention of commissioners at Rich- 
mond, in conversing with a fascinating 
(CONTINUED ON PAGE 32) 








NONMEDICAL WRITING 
SUBJECT OF ANALYSIS 


President Wood of Actuarial So- 
ciety Gives Results 
of Study 


EXPERIENCE IN CANADA 


Valuable Address Given at Convention 
of Association of Life Insurance 
Presidents in New York 


Arthur B. Wood, president of the Ac 
tuarial Society and and 
actuary of the Sun Life of Canada, gave 


vice-president 


an address on life insurance without 
medical examination last week at the 
convention of the Association of Life 


Insurance Presidents at New York. Mr. 
Wood has made an exhaustive study of 
nonmedical experience, and his treatise 
on the subject, comprehensive extracts 
of which are given, is well worth careful 
attention: 

“The nonmedical plan has rapidly ex 
tended. It was first introduced on this 
continent by a Canadian company on 
Jan. 1, 1921, and at the end of 1924, 17 
of the 28 Canadian companies were writ- 
ing it, the business in force having 
grown to $170,000,000. It is but a little 
more than a year ago that the first 
American company ventured into the 
nonmedical field. The practice has 
spread rapidly and up to the present 
time about 50 American companies have 
adopted it. 

Corrects Wrong Impresstons 


“There seems to be a popular miscon- 
ception, apparently shared by many 
members of the medical profession, that 
the medical examination, if not the only 
means of determining the quality of the 
lives to be insured, is at least an indis- 
pensable factor to this end. The idea 
also appears to prevail that in adopting 
the nonmedical plan, the companies are 
taking the first step towards doing away 
with the medical examiner as a factor 
in the selection of lives. These impres- 
sions are incorrect. The medical ex- 
amination is but one of the instruments 
used to determine the eligibility of _ap- 
plicants for insurance, In the classifica- 
tion of risks, several factors must be 
taken into consideration to determine 
the mortality group in which the appli- 
cant should be placed. The most im- 
portant of these are the physical condi- 
tion, personal history, family history, 
build, habits, occupation, habitat and 
the general question of moral hazard. 
The chief purpose served by the medi- 
cal examination is to determine the 
physical condition of the applicant at 
the moment of applying for imsurance. 
The medical examiner, it is true, ques- 


tions the applicant in regard to past 
illnesses, family history, habits and 
build, but information on all of these 


matters can be obtained equally as satis- 
factorily, and, so far as occupation, 
habits and moral hazard are concerned, 
more satisfactorily, by other means. The 
medical examination in other words is 
only one of several safeguards against 
the admission of undesirable risks, and 
its main value is in furnishing informa- 
tion regarding the present physical con 
dition of the applicant. 
Affects Small Percentage 


“Of the applicants for insurance with 
a company which imposes medical ex- 
amination, it will be found that the great 
majority, generally from 85 to 90 per- 
cent, are apparently first class and are 
finally accepted at standard rates, In 
1921, of the total Canadian business of 
a large Canadian company not at that 
time using the nonmedical plan, 88.1 








per cent of all applications were ac- 
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cepted as applied for, 3.8 percent were 
postponed or declined and the balance 
issued on special terms. It is probably 
fair to state that 85 percent at least of 
all applications received by our compa- 
nies are accepted at normal rates. The 
proportion of business issued as applied 
for will be found to vary in different 
companies according as the company 
does or does not transact a substandard 
business, but speaking generally we may 
say that not more than from 10 to 15 
percent of all applicants are impaired to 
such an extent that it is necessary to 
decline them, or exact special terms. 
Furthermore, of those cases which are 
not acceptable at ordinary rates, only a 
portion are found to be so because of 
impairments -discovered in the physical 
condition of the applicant as the result 
of the examination. We are therefore 
led to the conclusion that the proportion 
of cases where the medical examination 
alone is accountable for revealing infor- 
mation which leads to the rejection or 
modification of risks is comparatively 
small. 
Necessary in Some Cases 

“As regards the second point it may 
be remarked that the nonmedical plan 
does not propose to abolish the medical 


examiner as a factor in the selection of 


} 





ARTHUR B. WOOD 
Vice-President Sun Life 


lives. It merely dispenses with his 
services in a large proportion of those 
cases where experience has demon- 
strated that nothing is to be gained by 
subjecting the applicants to a medical 
examination. If by the adoption of 
other methods of obtaining information 
we are able to select from every 100 ap- 
plicants, the majority of the 85 or 90 
upon whom a medical examination 
would fail to reveal any impairment, 
why insist upon a medical examina- 
tion? Is it not an economy of time 
and money to limit examinations to 
cases which are doubtful or apparently 
underaverage? This in brief is the fun- 
damental principle underlying the non- 
medical plan. It is an attempt to dis- 
pense with unnecessary labor and thus 
effect a saving of both time and money. 
On the other hand it must be remem- 
bered that recourse is had to the services 
of the medical examiner in those cases 
where he should be of material assist- 
ance. 
Was Late Development 


“We have become so accustomed to 
regard the medical examination as an 
essential condition to the acceptance of 
the applicant that we are apt to over- 
look the fact that the physical examina- 
tion of the applicant is a comparatively 
modern requirement. The first life in- 
surance company to be established in 
Great Britain was the Amicable, founded 
in 1705, and it conducted a successful 
business for many years without requir- 
ing that applicants should be subjected 
to a physical examination. In 1762 the 
Equitable Assurance Society of Lon- 
don was formed. This it may be re- 


marked was the first company estab- 
lished on scientific principles involving 
the charging of uniform level premiums 
and the setting aside of reserves against 
The practice of the 
probably about three- 


its future liabilities. 
Equitable for 





STRESS CO-OPERATION 


——- 


INSURANCE TRUST MEETINGS 





Bankers’ Committee to Hold Session in 
St. Louis—Meet With Cincinnati 
Life Men on Dec, 14 





The committee on insurance trusts of 
the trust company division, American 
Bankers Association, will hold a meet- 
ing in St. Louis, Dec. 11, for the pur- 
pose of considering the publication of 
a third bulletin on insurance trust agree- 
ments. The first bulletin published by 
the division contained information re- 
garding advertising and the second pre- 
sented facts regarding life insurance and 
its relation to estates and trusts. The 
members of the committee are Thomas 
C. Hennings, vice-president Mercantile 
Trust Company, St. Louis, chairman; C. 
R. Holden, vice-president Union Trust 
Company, Chicago; Leslie G. McDouall, 
assistant trust officer Fidelity Union 
‘Trust Company, Newark, N. J.; John 
A. Reynolds, assistant vice-president 
Union Trust Company, Detroit; A. C. 
Robinson, president Peoples Savings & 
Trust Company, Pittsburgh. 

A joint meeting between life insur- 
ance and trust company men will be 
held in Cincinnati, Dec. 14, under the 
auspices of the Cincinnati Association of 
Life Underwriters. A. C. Robinson of 
Pittsburgh and Leslie G. McDouall of 
Newark, N. J., will speak on different 
phases of “Coordinating Life Insurance 
and Trust Service.” Leroy A. Mershon, 
secretary of the trust company division 
of the association, will talk upon “Pre- 
Mortem vs. Post-Mortem Service.” 





quarters of a century was to require a 
reference from two persons of good 
repute, one of whom must be a member 
of the medical profession, to ascertain 
the general and present state of health 
of the assured. Failing a reference from 
a medical man, the testimony of three 
laymen of good standing was accept- 
able. No physical examination of the 
applicant was called for. So far as we 
can judge it was well into the 19th cen- 
tury—about 1830—before the require- 
ment of a medical examination became 
at all general with life offices and it was 
probably not until about 1850 that the 
Equitable first insisted upon this proce- 
dure. A study of the mortality experi- 
ence in those early days is not without 
value in the present discussion. 


Based on Non-Medical Data 


“The mortality table constructed by 
A. Morgan from the experience of the 
Equitable covering the period 1762-1825 
is found to be in close agreement 
throughout with the more modern Hm 
table, which embraced the experience of 
20 British offices up to 1863. The Sev- 
enteen Offices’ table, known in this coun- 
try as the Actuaries’ or Combined Ex- 
perience, also shows rates of mortality 
closely approximating the Hm table. As 
the Seventeen Offices table was con- 
structed from the experience of the com- 
panies prior to 1837, only a relatively 
small amount of medically examined 
business could have been included. This 
table is still prescribed as the legal val- 
uation standard in some of the American 
states, but I imagine it is not generally 
realized that it was based largely upon 
nonmedical data. 

“The experience of the Amicable So- 
ciety is particularly interesting. The ex- 
posed to risk and the deaths during the 
period 1808-1841 under policies issued 
in that period are given in a paper by G. 
H. Ryan, now Sir Gerald Ryan, in the 
Journal of the Institute of Actuaries, 
Vol. XXVI._ I had a calculation made 
from this original data by an approxi- 
mate method to ascertain the rates of 
mortality at every fifth age. The figures 
brought out were in such marked agree- 
ment with the rates of mortality by the 
Om table, that I had the expected 
deaths calculated by the Om table. It 








REINSURANCE MEETING 


MANY. OFFICIALS IN DALLAS 





Important Problems Discussed at Semi- 
Annual Gathering of Association 
Members in Texas 





DALLAS, Dec. 8.—The semi-annual 
meeting of the Reinsurance Association 
was held in the offices of the Southland 
Life this week. In addition to many 
representatives of Texas companies the 
following insurance men from outside 
companies attended the meeting: T. A. 
Phillips, vice-president; W. H. Allstrom, 
secretary-treasurer, and Dr. C. N. Mc- 
Cloud, medical director, Minnesota 
Mutual; Dr. Marion Souchon, vice- 
president and medical director, and S. 
E. Allison, actuary, Pan-American Life; 
Edmund Strudwick, Jr., and Dr. Frank 
P. Righter, medical director, Atlantic 
Life; Dr. John B. Steel, medical direc- 
tor, and S. L. Phelps, secretary, Volun- 
teer State Life: Dr. C. B. McCulloch, 
medical director, and C. H. Beckett, 
actuary, State Life; Dr. Henry Wireman 
Cook, medical director and vice-presi- 
dent, and J. S. Hale, actuary, North- 
western National Life. 


Important Topics Discussed 


Reinsurance, waiving of medical ex- 
aminations on certain lines of business 
and the tendency to eliminate medical 
examinations in the present day were 
included in the discussions during the 
meeting here. The visiting insurance 
men, many of them in Dallas and Texas 
for the first time, were somewhat sur- 
prised at the volume of insurance busi- 
ness handled through Dallas. They 
were given the figures on the volume 
of business by Dallas insurance men 
who thought such figures would enable 
the visitors to get a more complete 
understanding of the insurance situation 
in this section. 








was found that the actual deaths in the 
Amicable experience were 101 percent 
of the expected deaths by the Om under 
age 60, 107 percent for ages 60 and over, 
and. 103.5 for all ages combined. There 
were 798 actual deaths. The Om table, 
it should be remembered, embraced the 
experience of 60 British offices during 
the period 1863-1893 under medically ex- 
amined business. The method of selec- 
tion used by the Amicable during the 
period 1808-1841 was apparently as ef- 
fective in securing a good class of lives 
as the methods of the later period, 1863- 
1893, when medical examinations were 
universally required. 
Examination Over-Emphasized 


“Once the requirement of a medical 
examination had become general, there 
developed among the offices a tendency 
to make the medical forms more and 
more exacting. This in time brought 
protests from both medical examiners 
and some of the other officials. Dis- 
approval of the searching character of 
the questions in the medical forms, and 
the objection raised by medical examin- 
ers, particularly on the ground of the 
labor involved, 
introduction of certain schemes involv- 
ing the entire elimination of the medi- 
cal examination. The first plan of this 
nature was put into effect by an English 
office in 1890, a number of other com- 
panies quickly following. The plan at 
first was not applied generally, but was 
made available to persons who, while 
not wishing to submit to a medical ex- 
amination, were prepared to make a 
declaration of health. To protect the in- 
suring company against adverse selec- 
tion the form of policy issued was one 
under which full coverage was not 
granted until after five years. In the 
event of death occurring during the first 
five years, the amount payable was lim- 
ited to the premiums paid with com- 
pound interest at the rate of 5 percent 
per annum. With the accumulation of 
experience which demonstrated the sat- 


led eventually” to the | 


INCLUDES ALL CLASS 





LINE UP INDIANA DAY PLA 





Executive Committee Outlines Tentaty, 
Arrangements for Big Meeting 
Jan. 26 


INDIANAPOLIS, Dec. 9.—Herbe 
L. Barr, Indiana state agent of t% 
North America, who is general chairmy 
of Indiana Insurance Day for 1926, y 
be held Jan. 26 in Indianapolis, called, 
meeting of his executive committee Sy. 
urday. The same general scheme x 
used last year will be followed this ye, 
and the effort will be made to enlarm 
the program if possible. A get-togeth; 
ball and entertainment will be given th 
night before, with business sessions 
throughout Tuesday and a big banque 
Tuesday night at which it is planned 
have an attendance of 1,500 or mor 
Prominent speakers for the various line 
of insurance—fire, life and casualty—anj 
a headliner of national importance jg 
the banquet are being arranged for. 





Chairmen of Committees 


The members of Mr. Barr’s executive 
committee, who are also chairmen of th 
various sub-committees, are as follows 
Speakers’ committee, C. D. Lasher; pub- 
licity, Dudley C. Griffith; reception ani 
entertainment, Otis E. Logan: registn- 
tion and badges, Joseph W. Stickney 
Russell T. Byers has been asked to jon 
in the executive committee meetings 
The committee has voted to have a siv- 
gle fee for registration and the banque 
but a separate ticket for ladies at a r 
duced rate is being Considered. A lin- 
ited advertising display, compared with 
last year, is the plan. 

The various insurance organization 
of the state cooperating this year are 
the Insurance Federation of Indiana, 
Indianapolis Association of Fire Insur- 
|! ance Agents, Indiana Association of Le. 
gal Reserve Life Companies, Indiam 
Insurance Society, Indiana Casualty Ad 
justers’ Association, Indiana Associ 
tion of Insurance Agents, Indianapolis 
Association of Life Underwriters and 
Life Underwriters Association of Ih- 
diana. 








isfactory character of the business, the 
policy conditions gradually became mort 
liberal and finally, in some companies a 
least, the restrictions were removed @l- 
together, full coverage being granted 
from the date of issue and policies being 
issued on any of the regular plans # 
standard rates of premium. Nonmedi- 
| cal business, in point of fact, has beet 
| conducted satisfactorily and to a grow 
|ing extent from year to year in Great 
Britain during the past 35 years. While 
no definite statistics appear to have beet 
| published showing separately the mor 
| tality experienced by the British offices 
| under the purely nonmedical sections © 
the business, the prospectus of one © 
the leading companies states that the 
| mortality has been remarkably tavor 
| able. 





Limitations of Examination 


“While it is generally granted that 
| the medical examination is a potent lac 
tor in producing a favorable mortality 
it is not possible, from any publishe 
results, to draw definite conclusions * 
to the extent of the benefit directly a 
tributable thereto. By the Americal 
Men table the rate of mortality among 
assured lives at age 40 the first policy 
year is 3.71 per 1,000, and among P& 


sons of the same age who have been ~é 
sured for more than five years. 5.54 pe 
1,000. A comparison of the low 4 

ter th 


tality during the first five years a! 
issue of a policy with the ultimate rate, 
enables us to measure the beneficial ¢ 
fects of our methods of selection, 0” 
to what extent this favorable mortalit} 
is due to the elimination of underaveragt 
lives as a result of personal impair 
ments discovered by the medical exam 
(CONTINUED ON PAGE 29) 
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NTRAL LIFE 


COMPANY OF ILLINOIS 
CHICAGO 











What Does 
The Future Hold? 


The future progress of any agent is up 
to the agent in this respect, that he must 
be diligent and have sensed the purpose 
in Life Insurance 


But the factor that enters in and quali- 
fies the extent of success is the com- 
pany’s attitude towards its agents. 


There is a friendly feeling between the 
Central Life and its agents. 
for the company but with the company 
that they are working. The success of 
one is dependent upon the success of the 


other. 


The steady advance of the Central Life 
is an indication of how well agents and 


company work together. 
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SEVEN AIDS TO 
SUCCESS 


App-A-Week Club. 
Salary Savings Plan. 


nN 


3. No surrender charge with full cash values second 
year. 


4. Large dividends at end of first year aid in renewing 
business. 


5. Free health examinations annually by the Life Ex- 
tension Institute. 


6. Free correspondence course for new men, thus sav- 
img much of general agent’s time. 


NI 


Complete line of policy plants, including sub-stand- 
ard and retirement annuity at age 60 and 65. 


Opportunity to build a business for yourself. 
Complete vested interest. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises’’ 


ASSETS OVER $11,000,000 
INSURANCE IN FORCE OVER $73,000,000 




















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


erent both the child and its parents and includes waiver of 
premium in event eath or t total disabili 

father, who is the beneficiary. yoo yA _ 
wonderful selling features. If ow are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 148 
Little Rock, Arkansas 


W. H. SAVAGE, Vice-President 
Los Angeles, California 











LIFE PRESIDENTS HEAR 
VALUABLE ADDRESSES 


Prominent Insurance Leaders Give 
Talks on Various 
Subjects 


DWIGHT ON DEATH RATES 


Influence of Medical Examination on 
Underwriting Subject of Analysis by 
Arthur B. Wood 


Dr. Edwin W. Dwight, medical di- 
rector of the New England Mutual Life. 
was the first speaker at the Friday 
morning session of the annual conven- 
tion of the Association of Life Insur- 
ance Presidents in New York last week. 
Dr. Dwight first analyzed the mortality 
experience for the first 10 months of this 
year, which indicated a decrease, but 
only a slight one, from the death rate 
of 1924, which in turn was lower than 


that of 1923. He then turned to an an- 
alysis of the mortality experience for the 
past 25 years. 


Cireulatory Diseases Increase 


Dr. Dwight presented figures showing 
that in the past quarter century much 
has been accomplished in reducing the 
death rate from preventable and infec- 
tious diseases, practically all of which 
have shown decreases, but that of the 
various types of circulatory diseases, an 
increase in the death rate has been 
shown. Among these, heart disease 
has increased 37.2 per 100,000; disease 
of arteries, 16.2 per 100,000; apoplexy, 
15; and other forms of circulatory dis- 
eases have shown smaller increases. The 
importance of this group to life insur- 
ance companies is shown by the fact 
that 50 per cent of the declinations of 
almost any life insurance company doing 
‘a standard business are due to circula- 
tory diseases, and that this percentage 
of declinations has increased markedly 
during the past ten years. 

Selection Is Inadequate 


Dr. Dwight’s analysis showed that 
not only has the medical profession been 
unable to control circulatory disease, 
but the methods of selection in force in 
life insurance companies have been in- 
adequate to the problems involved, as a 
study of the deaths of these same life 
insurance companies which have such a 
high percentage of rejections for circu- 
latory disease will show that one-half of 
the deaths are due to circulatory dis- 
ease, and this percentage is just as high 
in the first five years of insurance as in 
all policy years. It is also true that the 
prevalence of circulatory disease in- 
creases in direct relation with the size 
of the policy. This, he said, presents 
the great problem in health conserva- 
tion and preventive medicine for the fu- 
ture. A careful analysis of the deaths 
from circulatory diseases according to 
occupation, state and whether city or 
rural, led Dr. Dwight to the conclusion 
that the incidence of circulatory dis- 
ease is in inverse relation to the amount 
of physical exercise which the group 
takes in the open air, and other things 
being equal, it is in direct relation to 
the amount of nervous and mental 
strain. 


Tribute to Life Insurance 


W. R. C. Kendrick, commissioner of 
Iowa and president of the National Con- 
vention of Insurance Commissioners, 
paid a glowing tribute to life insurance 
in his address. He said that no other 
line of human endeavor has written a 
finer chapter than that presented by the 
record of the life insurance companies 
of America. He spoke of the great pos- 
sibilities for life insurance in the fu- 
















—— . cembe 
ture and the still greater resp, a 
sibilities assumed by life insurance } taxati 
He said that the institution is not ogflserves 
a commercial giant, but its managemelllince com 
is also impressed with a sacred trefie tem 
He spoke upon the spirit of cordial ofMe said 
operation which exists between the stylet pret 
department officials and insurance copfimet incot 
panies in the endeavor to direct life , find that 
surance into the channels of greaiim/as the 
service to the public. quals . 
Gives Interesting History ood 
President Haley Fiske of the Metime* '@¥ 
politan Life gave some very interesting’ @"*< | 
reminiscences of the development of jem 2&5! 
insurance in his address on “Fiji the 
Years of Life Insurance.” His addratm*** < 
touched upon some of the outstandigge "°° 
events in that time, such as the Amme” "°° 
strong investigation, the struggles ¢ ogo 
new types of insurance including indyfm’ >. a 
trial and group, some of the prominam 
leaders in the growth of the busines A wey 
and the tremendous strides made by th po 
business itself. President Fiske is om 
of the veterans in the business as welll conatc 
as president of the largest life insurang aia pt 
company in the country and what hiker a: 
had to say about a half century of lk ° was 
insurance came from first hand know. cation 
edge. mcome ¢ 
Disability Benefits Studied neaviest 
systen 
“The Problem of the Disabled Polic-fiimptions 
holder” was the title of a very valuabklMpat all 
address by Arthur Hunter, chief ace-f» jnco: 
ary of the New York Life. Rates ici yemptic 
disability benefits are very much undef. any 
discussion at the present time, and teixemptit 
opinions of such an authority are o-MiHe said 
tremely valuable. Mr. Hunter prepared watery 


tables from the experience of fraterm 
orders when companies commenced t 


water 
axed. 


issue diasibility benefits, these tables b- rom inl 
ing in use at the present time. Hel cular 
pointed out how they do not exact | 
meet the conditions at present unde Ce 
the liberalized disability form. M In sp 
Hunter described the investigation cone said: 
ducted by the Actuarial Society “T am 
America, which is practically completeince pre 
now. He said that until experience hefyonderi 














accumulated, it does not seem advisable 
to make radical changes in the preset 
practice, with the exception of the rt 
serves for recently disabled lives. He 
said that in view of the fact that mam 
companies experience a recovery ratty. 
of from 20 percent to 35 percent within 
the first year after disability, it seeme! 
obvious that reserves on disabled live 
should not be based on the assumptior 
that all such insured will be totally dix 
abied for life. He pointed out that # 
the end of this year,’ it is probable that 
there will be policies in force for mort 
than $25,000,000,000 under which disabi 
ity benefits are available. 


Address on Nonmedical 


Arthur B. Wood, vice-president ant 
actuary of the Sun Life of Canada ant 
president of the Actuarial Society, spoke 
on the influence of the medical exall- 
ination on life underwriting. He tolf 
of the rapid development of nonmedical 
insurance. He said that in the Su 
Life the saving in medical fees up ' 
December 31, 1924, was considerably 
in excess of the total nonmedical claims 
incurred up to that date, and that ! 
may therefore be inferred that the sav 
ings so effected afford ample provision 
to cover any fraudulent claims that m 
arise. Mr. Wood said that while tt .? 
not be too strongly emphasized that \ 
entire experience in Canada is as %* 
too small to give complete confidence * 
to its ultimate character, it is nevert™® 
less significant that the trend has vn 
uniformly in the direction of 4 © 
niortality. 

Seex Menace in Taxation 


William H. Davis, vice-president 
general counsel of the Pacific Mutt 
Life, gave a very interesting discus! 
on “The Menace of Taxation to 
Insurance.” He said that life insurane 
is essentially based on exact science ° 
determining the law of averages a 
that every risk that could be fore 
has been considered and provided -_ 
but that one contingency yields 
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In speaking on inheritance taxation, 
ie said: 


“I am 


ance presidents, and I suppose they are 
wondering why I talk about all kinds of 


je temptation to tax-making powers. 
ie said that a tax of one percent on 
t premiums received amounts to a 
t income tax of more than 25 percent 


ecause of the steadily mounting volume | 
{ business, 
y the state from life insurance keeps 
ace automatically 


wt recourse to increasing the ratio of 
resent exactions. 
his helps not only to preclude further 
creases in prevailing tax rates but also 


radual reduction. 


Senator David 
ania proved to be a very 
alker and had a large audience while 
¢ was speaking. 
axation situation, saying that the earned | 


mptions, 
hat all property 
” income 
xemptions 


xempting a church and taxing a home. 


tax. 


the contributions derivable 


with the increasing 
of the state for revenue with- 


least heavily 


Mr. Davis said that 


a powerful argument for their | that I sense 


Senator Reed's Talk 


A. Reed of Pennsyl- 
interesting | 


influence 
than 


your 
greater 


the | 


He | determine 


touched on 


oppressive. 


talking to a lot of life insur- | 


see why an estate tax poy be fixed 
at a lower percentage than an income 
I think we are a majority in Con- | 
gress probably at the present time. 


“If you are interested in the estate tax 
as affecting your business, 
you are, probably the most effective way 
of getting that done, so that it will bear 
on the thrift of your mil- 
lions of policyholders, 
the other tax which parallels it. 

“In talking with you, 
those 
| whom you represent, your policyholders 
and your employes. 

on 
you 
promulgate sound doctrine, you are irre- 
| sistible in your effect upon the men who 
government 
you promulgate sound doctrine of 


has its reflection in excessive taxation on 


in what you have to say to your policy 
| holders about taxation to that idea that | 
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j taxation. The rapidly accumulating | taxation except inheritance taxation. | all incoming money, 
serves and surpluses of the life insur- | Well, there are a lot of dense, obtuse income or legacy 
ce companies have proved an irresist- | politicians, including myself, who can’t | bear the same 

| 


reason why estate 


We | 


and | know 


to reduce them 


is to get down | !r 
The 54,000,000 


it seems to me 


millions of people 


make their will 


It seems to me that 
government is even | 
realize, that if you | demand. 


fluence, and use it 


that if 
tax 


nolicies 


Work on the 


assessment 


or what 
burden? 
taxation 


to 


new office 


company, 


whether we call it | 
not, 
The principal 
is so abun- 
dant and so oppressive today is the feel- 
ing on the part of people like me that | 
it ought to be at least as high as the | 


ind that a tax of 1.73 percent, which | can’t see why incoming money, without | income taxation that weighs 

as the rate for 1919, on net premiums, | effort on the part of the beneficiary, | energy of the people and on their daily 

quals a tax of 43.82 percent on net in- | should be taxed at a lower rate than | labors, that to get one down y % 

me, while the —— rate charged | incoming money for which the bene- | get the other down. 

porations under any state income | ficiary has labored. : . 

~ law is seven percent. Moreover, | ig “i : See eS eee 
Get Down the Other Tax “If we are wise, we want 


I say, 


that 


ished up to the third story. 


you 


once 
always 


building of 


has been formally 


should 


on the 


ou must 


to see 


tax reform carried to its logical conclu- 
sion in the matter of rates, 
both 
greatest productivity. 
“In the long run, 
irresistible if you preach sound doctrine. 
} people 
} reach (and I am sure that most of them 
| do listen when you speak), 
known, 
| their way, and Congress merely cackles 
out a feeble assent to what these people 
| hope you will use i 
that way.” 


Rushing New Building 


we have got 
that 


point of 


you are 


can 


they 
have A new 
lished tor 


your in 


by H. E. 
Mich., 


Life 


oria 


Van de 
who is state 
He wrote 717 applications in 
$70,250 ot 
$48,- 


Sharp Shooters 


a number 


November representing $1,: 


Walker, 
manager of the 


life 


NEW WORLD’S RECORD 
AGAIN ESTABLISHED 


H. E. Van de Walker of Ypsilanti, 
Mich., Wrote 717 Applications 
in a Month’s Time 


HELPED BY ROTARY CLUB 


State Manager of the Peoria Life Es- 
tablishes a New Figure for the 


world record has been estab- 
insurance 
applications secured in a single month 
of Ypsilanti, 


ncome of the population is bearing the | reform, it is inevitable that that should the C cticut Mutual Life at Hartford | surance on which premiums for 
burden. Mr. Reed advocated | come to pass. fae Seecenees newer “aly aT i Slay the ~ seth ene 
iin ah tention eiitieess mae ain: | is progressing very rapidly. he com- | 162.80 were collected. In addition 
: This would mean, of course, Should Lower Both Taxes pany purchased the whole block included this remarkable record |Mr. Van 
would come in alike | “That is why I hope that it may at | a —s A age — nig oe Walker found plenty time for 
tax. He said that all tax | least color what you send to your pol- | to J ner Fal t . ~ duties na waver, ae office to which 
are wrong. He does not | icyholders, this realization that on ex- | sala building is aan all ny parE as was recently elected. » also is presi- 
ee any sound governmental policy in | cessive tax on the industry of the people | the roof, and mach of ~ we line ane — dent of the Peoples National Bank anc 


is engaged in commercial and civic 


campaign 
Rotary 
letter 


e said a a sy oor ogee to — | their thrift, that excessive income taxes ates 

h waterworks should not be exempt an »xcessive e > arc : oe ee ale , monde . . 

water company bond should ~ fully bry go Po apes — — New Illinois Bankers Life Licensed Rotary Club Took Part 

axed. He believes in putting income | profit not only of your industry but the | The Illinois Bankers Life Assurance One of the features the 

rom inheritance on the same basis as lindustry of all the nation, lower them | of Monmouth, IIL, stock company | was the active part which the 

egular income. both to a point that experience has | which has taken over the business of | Club took. The club sent out a 
Comment on Inheritance Tax |shown is most productive and least | the Illinois Bankers Life Association, an | to all its members calling attention to 


Mr. Van de Walker's desire to beat past 


Should Bear Some Burden | licensed in IIlinois, records. As a result numerous appli- 
EES cations came in by mail, The coopera 
“Won't you at least give some thought L. e Ay ~ gupertatende nt ot agen-| tion of the Rotary Club undoubtedly 
. cies for the Nationa zife of Vermont, | : le ery } 
i . Ipe , ’ . . 1uch 
| has been in Portland. Ore., conferring | Helped Mr. Van de Walker very n ‘ 
with E. N. Strong, general agent | (CONTINUED ON NEXT PAGE) 
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To the Insurance Fraternity: 
THE SUN LIFE ASSURANCE CO 


OF CANADA 


Takes pleasure in announcing the opening of 


Branch Offices 
in the 


STATES of ILLINOIS and OHIO 


JOSEPH N. WILLIS, Manager 


DOUGLAS J. SCOTT, Manager 
12th Floor, 112 West Adams St. 
CHICAGO, ILLINOIS 


12th Floor, Leader Building 


CLEVELAND, OHIO 


THE ACME OF STRENGTH 


TOTAL SURPLUS FUNDS $30,000,000 
INTEREST OF FUNDS LEFT ON DEPOSIT 5.4% 
INVESTMENTS IN ILLINOIS AND OHIO SECURITIES OVER $20,000,000 


ASSETS $300,000,000 
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THE NATIONAL UNDERWRITER 


December 11, jyjmpecemb: 











LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 


INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 














The History of the Liberty Life 
Is a Record of Promises Kept. 























ARNOLD’S GREETINGS 
TO LIFE PRESIDENTS 


Head of the American Life Con- 
vention Speaks Before the 
Sister Body 


NEED FOR COOPERATION 


Says All Hands Should Stand Together 
to Dispel Lingering Prejudice 
in Public Mind 


H. B. Arnold of Columbus, O., presi- 
dent of the Midland Mutual Life, 
brought the greetings of the American 
Life Convention of which he is the head 
to the Life Presidents meeting in New 
York. He said: 

“We are in a business which by rea- 
son of its character should be altruistic 





H. B. ARNOLD, Columbus, 0. 
President American Life Convention 


in its management, and in which high 
ideals must be maintained. The legal 


reserve life companies of the United 
States have some 50 or 60 million pol- 
icyholders, who with unselfish purpose, 














AMERICAN LIFE 
REINSURANCE CO. 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 





Prompt Service From Both Offices 
Maximum Security to Treaty Holders 











A. C. BIGGER FRED D. STRUDELL MORTON BIGGER 
Prenident Vice-President Secre 
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Medical Director Chicago Manager 

















and in contrast with their ordinary busi- 
ness transactions, are making sacrifices 
to provide for their families and bene- 
ficiaries. 

“Likewise in contrast with the ordi- 
nary business transaction, life insurance 
policies contemplate obligations cover- 
ing long periods of years, and fre- 
quently under settlement agreements ex- 
tending many years beyond the life of 
the policyholder, rather than the cur- 
rent or relatively short term obligation 
of the ordinary business relationship. To 
these 50 or 60 million policyholders, and 
to their fanttlies and beneficiaries, the 
life insurance companies have policy ob- 
ligations of from $65,000,000,000 to $70,- 
000,000,000, for the protection of which 
they hold resources of from $11,000,- 
000,000 to $12,000,000,000. 


Sees Trust Relationship 


“Policyholders have, and manifest a 
supreme confidence in life insurance, 
and this means in the companies and 
their executive officers. The conserva- 
tion of the resources of the companies 
involves a trust relationship, as well 
from this confidence of policyholders as 
from the deferred maturities of policy 
settlements and the lack of business ex- 
perience by beneficiaries. The re- 
sources of the life insurance companies 
exceed one-half of all the stock and 
bonded capitalization of the steam rail- 
roads, and approximate one-fifth of all 


the resources of the banks, trust cg DISAE 
panies, building and loan associations 

“There is a tendency toward a bet, Al 
understanding of life insurance, and jp. 
ward the removal of the prejudig 
against the companies which arose 
the early years. The business has be» 
subjected at times to unfair burdens and 
unwise legislation (although this is yo, 
exceptional), but there still exists jy 
the minds of legislators, judges ay 
jurors a prejudice which is not justi 
under existing conditions, and whic 
overlooks the effect of such burden 
whether they arise from laws and taxe 
or verdicts and judgments. 


























Cost Falls on Policyholders 
“Any additional cost or burden m 


this business must in the last analysis C 
fall upon policyholders and their bene. 
ficiaries. This is axiomatic in all king 
of insurance. In the early history of lege O"¢ © 
insurance, caused in part by unwisj—mgiven at 


technical defenses, but in a large degrefMMance P1 
by attempted frauds, lack of precedents York las 
and ambiguous contracts, there may ny rer 
have been some reason for such a prege* ©" 
judice; but in these days litigation oon the 1 
contest by a life company is so excep-MBholder. 
tional as to be negligible, and no kinM¥ ation, n 
of business is so free from technicalities ie’ wt 
has been 
the Actu 


and contests. _ 
“If, as is estimated, there are annually , 
1,250,000 to 1,500,000 policy claims anf his addr« 


















settlements, the fact that litigated cases “The f 
reaching courts of last resort average sion wit! 
from 165 to 200 per year, shows tht 


technicalities and contests are the rar 
exception. No company in these days 
contests a policy claim, except to pr 
tect other policyholders from fraud & 
to establish principles for the benefit a 
all policyholders. - 

“It might be well as part of the activ- 
ties of our company organizations and 
of affiliated associations that an educa 
tional campaign be inaugurated to r 
move this prejudice of the early days, 
and thereby to some extent to lessen 
the burden upon policyholders by re 
son of unwise legislation and of unjust 
verdicts and judgments.” 








ALL RECORDS AGAIN BROKEN 
(CONT’D FROM PRECEDING PAGE) 


He is head of the Rotary Club welfare 
work, a community service that has 
brought him great distinction. — 
The best previous record for the 
month was established by Ernest B 
Houghton of the Guardian Life 0 
Rochester, N. Y., who in 27 days, wrott 
690 applications. ; j 
In speaking of Mr. Houghton’s recor 
and Mr. Van de Walker’s achievemet 
in breaking it, the Peoria Life says: 
“This was presumed to be the mj were gra 
mark for all time to come. Any age about 35 
who would attempt to raise this mats provided 
would require courage of a very _ hig! of the po 
order, as well as other unusual traits ¢j@ tual of I 
character. But all these things Mr. Va benefit v 
de Walker possesses in a high degree sured bec 
In fact we know of no one better qual @ could hay 
fied to make this audacious effort. There annuity. 
are few men in Michigan with as mat} year prey 
friends as Van. When it got arount Phians to 
what he was doing, his admirers all ove 'ssue pol 
the state began to boost his enterprise era 
He was sought to come here and thert fe icies I 
and write applications. His producticr q ss tc 
grew daily and the month closed w® he Tray 





, 


717 applications to his credit, for a to™ “oo 
of $1,370,250. gl 
Big Man in His Company until the 

“H. E. Van de Walker is without dou @ a simple 
one of the best known and beloved " Permaner 


followed 


Peoria Life agency force. &, 
ithe Peoriz g Lie ales, unti 


“4 24 Yo 
name was first attached to a Peor! 


contract in March, 1913, so he 1s one ‘. cipal con 
the old guard who has watched bie there IS 
progress of the company and been a 7 some tor 
factor in it. He has shown extrae also sign 
dinary ability as an organizer, A i ere 
as a personal producer. He has 1*° — ny 
in the Michigan agency, and every ™ Policies, 


: : > “e : iret. 
of them is Van’s friend and —o Dey 
They write six to seven ny siness “The n 
of business a year, and the vocal peo tea A 
; ; J. > alker — 
in force in the Van de Wa tion to w. 


- “ . . 95 milliot 
is rapidly approaching the 25 of 10 perc 





dollar mark.” 
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NISABILITY BENEFIT 
ANALYZED BY HUNTER 


ells of Work of Actuarial | 
Society Committee 
on Rates 


EXPERIENCE TOO BRIEF | 


| vided 


Noted Authority Addresses Association 
of Life Insurance Presidents in 
Convention at New York 





One of the very valuable addresses 
given at the Association of Life Insur- 
ance Presidents convention in New 
York last week was that of Arthur Hun- 
ter, chief actuary of the New York Life, 
on the problem of the disabled policy- 
holder. Mr. Hunter told of the investi- 
gation, now practically completed, which 
has been conducted by a committee of 
the Actuarial Society. In the course of 
his address Mr. Hunter said: 

“The first disability benefits in connec- 
tion with life insurance in this country | 





ARTHUR HUNTER 
Actuary New York Life 





were granted by a few fraternal orders 
about 35 years ago. These generally 
provided for payment of half of the face 
of the policy. In 1896 the Fidelity Mu- 
tual of Philadelphia granted a disability | 
benefit which provided that if the in- | 
sured became disabled before age 65 he 
could have either a paid-up policy or an 
annuity. This followed an attempt, a 
year previously, of a group of Philadel- | 
Phians to start a company which would 
issue policies guaranteeing to pay the 
total premiums under all life insurance 
policies held by the insured so long as 
he was totally and permanently disabled. 
The Travelers in 1904 adopted the idea 
of a disability benefit in life insurance 
policies, None of the other large com- | 
panies made any move in this matter | 
until the New York Life in 1910 issued 
4 simple waiver of premium on total and | 
Permanent disability. This action was | 
followed by many prominent compa- | 
nies, until today among 50 of the prin- 
cipal companies in the United States 
there is only one which does not grant 
some form of disability benefit. It i 
also significant that all but six of 245 


| 


1S 


Gapanies in this country incorporate 
sability benefits in their life insurance 
Policies, 


Developments Were Gradual | 


ion next development was of a cau- { 
— nature and provided that in addi- 
of he waiving the premium a payment 
29 percent (usually) of the face of the | 


| would be deducted 
| provided that such income payment was 


|fourth and present phase provides, in 
| addition to the waiver of premium, that 


| cies with disability benefits the provi- 


| waived premiums had been duly paid. 


| able discretion in the hands of the com- 
| panies, many companies at the present 


| the benefits will become payable, i. 


‘| premium 


| within six months after default in pay- 


| and permanent disability at the time the 








>d without interest at | 
the death of the insured, or at the ma- 
turity of the policy. The third phase | 


not deductible from the face of the pol- 
icy or from its value at maturity. The 


a percentage of the face of the policy, 
usually 1 percent, is payable monthly. 
A recent development is a provision to 
date the disability benefits from the be- | 
ginning of disability in cases not sus- 
ceptible of proof of permanence pro- 
the insured has been totally 
disabled for at least three months. In poli- 


sion invariably appears that the loan, 
cash surrender value, paid-up and ex- 
tended insurance are the same as if the | 


Provision Was Softened 


“The earliest policies were strict in 
the provision that the insured must be 


totally and permanently disabled in or- 


der to receive the benefits; then came 
the period in which this was softened by 
the addition of ‘presumably perma- 
nently disabled.’ As this left consider- 





time provide that if the insured is to- 
tally disabled for three or six months 
e., it 
is assumed that total disability after a 
certain period is presumably permanent. 


Liberal Interpretation Usual 


“Most of the policies provide that the 
shall be waived and income 
payments made after due proof has been 
submitted to the company. Many of the 
companies, however, interpret this clause 
of the policy liberally and grant the dis- 
ability benefits from the time when the 
insured became totally and presumably 
permanently disabled. This results in 
the majority of such claims being ef- 
fective from a. distinctly earlier date 
than the date of submission of proof. 
There are other liberal interpretations 
of the policy; but, in addition, many 
of the companies practice a liberality of 
treatment of policyholders which is not 
provided in the policy. For example, 
some companies review their death loss 
papers in order to determine whether 
the insured would have obtained the 
benefit if he had applied while living. 
Caution is observed in this procedure 
so that benefits would not be granted on 
behalf of policyholders who died from 
acute diseases and whose claims would 
not have been admitted during life as 
the disease was not likely to have caused 
total and permanent disability. 


Much Liability Seen 


“The liberality in the terms of some 
policies may be judged from a provision 
that if the insured should fail to pay 
the premium after he has become totally 
disabled, the policy may be restored, 





ment of premium, on evidence of total 


premium became due. The effect of this 
provision is that policies which lapsed 
through the illness of the insured are 
frequently restored and that the face of 
the policy is occasionally paid and dis- 
ability benefits allowed after the death of 
the insured when the premium was in 
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default. 
Based on Fraternal Experience 


“When the companies commenced to 
issue disability benefits the only source 


| of information was the experience of the 


fraternal orders, and the rates of pre- 
mium for the insurance companies were 
generally based thereon. To meet the 


| emergency, until data were accumulated 


by the companies, I prepared tables 
based on the experience of three frater- 
nal orders to be used as a tentative 
basis of reserves, and these tables were 
adopted as the standard of valuation in 
the several states although obviously 
they did not and could not represent the 
experience of the companies. For the 


| time being these tables have been rea- 
| sonably satisfactory, but are not applic- 


able without modification under the 























HE Southern States Life,organ- 

ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
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marked liberalization in treatment dur- 
ing recent years and under policies with 
clauses providing for benefits after three 
months of total disability. The gain and 
loss account of the annual statement has 
been frequently treated as giving a true 
picture of the financial results despite 
repeated warnings that the basic table 
did not warrant such an interpretation. 


No Account for Recoveries 


The reserve tables do not take account 
of recoveries except to a negligible ex- 
tent while these are now more numerous 
in many companies than the deaths 
among disabled lives. Where the com- 
pany provides that disability shall be 
presumed to be permanent if the in- 
sured has been totally disabled for three 
months, the over-statement of the re- 
serve on disabled lives and consequently 
the apparent yearly loss in the gain and 
loss account may be substantial. Again, 
there is no provision in the gain and loss 
account for the amortization of the ini- 
tial expenses and therefore all the acqui- 
charged yearly 


sition expenses are 
against the account, unless a_prelimi- 
nary term basis of valuation is used. 


The effect is that in some companies a 
ioss is shown, where a true accounting 
would show a slight profit; and in other 
companies a considerable loss would be 
reduced to a comparatively small 
one. So long as the companies ad- 
hered to the terms of their early poli- 
cies for the waiver of premium only, the 
scale of rates based on Hunter’s tables 
proved to be adequate, but the increase 
in benefits when accompanied by liber- 
ality in treatment of policyholders may 
call for an increase in premium rates. 


Actuarial Society Investigation 


“An investigation is practically com- 
pleted by a committee of the Actuarial 
Society of America. Thirty of the larg- 
est American and Canadian companies 
were requested to supply their data on 
disability benefits up to the end of 1924. 
The investigation could not be com- 
pleted promptly thereafter as there is 
usually considerable delay in claims 
being made by the insured. The com- 
panies therefore had to wait six months 
before sending a record of disabled 
cases, and, in addition, an estimate had 
to be made of the number of cases which 
would then be omitted, based on pre- 
vious experience. That this was neces- 
sary is shown by the experience of one 
company which is typical of many 
others. It was found that on the aver- 
age the disability claim was not made 
until six months after the disability 
commenced, 

Three Serious Difficulties 


“A review of the situition proved to 
the committee of the Actuarial Society 
that there were three serious difficul- 
ties in the way of a satisfactory investi- 
gation at this time: (1) There was con- 
siderable difference in the form of dis- 
ability granted by the companies: (2) 
although the benefit might*be practically 
the same in several ‘companies, the 
treatment of claims might be different; 
(3) the duration of experience under the 
modern form of disability benefits pro- 
viding for a monthly income was very 
short. With regard to (1) and (2) the 
committee received from each company 
a statement of the various forms of dis- 
ability benefit used by them, together 
with a confidential statement of their 
method of treating claims. This enabled 
the committee to group together the 
companies with like conditions and 
treatment. The companies were di- 
vided into three groups, liberal, me- 
dium, and strict in the treatment of 
claims. There were so few companies 
in the last-mentioned category that the 
medium and the strict were combined. 


Experience Very Brief 


“With regard to (3) the disability 
benefits with monthly income were first 
granted in 1920, while many companies 
dil not commence until two years later. 
Some of the experience was, therefore, 
less than two years old, and very little 
of it had emerged from the period of 
medical selection. It was accordingly 
evident that the best which could he 
done at the present time would be to 


prepare for the early years of the ex- 
perience the rates of disability, and the 
rates of death and recovery among the 
disabled lives. This the committee has 


done. 
Early Rules Were Strict 


“It may fairly be asked why the com- 
mittee did not use the material prior to 
the introduction of the income payment 
of disability. Why was it not advisable 
to prepare the experience based on the 
waiver of premium benefit alone or the 
waiver of premium with installments de- 
ductible from the face of the policy? 
The reason is that in the early days of 
the benefit the rules were generally very 
strict in determining whether or not a 
man was totally and permanently dis- 
abled. Furthermore, the development in 
the form of the policy has greatly 
changed the diseases under which claims 
are made and the duration of such 
claims. For example, under policies on 
which the waiver of premium benefit 
was granted if the insured became to- 
tally and permanently disabled, 40 per- 
cent of the claims in one company were 
due to tuberculosis of the lungs; where- 
as at the present time, under a form of 
policy which assumes that the insured 
will be permanently disabled after he 
has been totally disabled for three 
months, the ratio has dropped to 20 per- 
cent. In another company the ratio 
from tuberculosis has been practically 
stationary at 30 percent because the in- 
terpretation was severe in the early days 
while at the present time the disability 
from that disease is considered to be 
presumably permanent if the insured has 
had to give up his occupation although 
he may recover within a few months. 


Rates of Disability 


“There are so many varieties of dis- 
ability clauses providing a monthly in- 
come that I shall deal only with the two 
principal groups: (1) Policies which 
provide for the presumption of perma- 
nent disability after total disability has 
existed for more than three months; 
(II) Policies which provided for total 
and presumably permanent disability, or 
for total and permanent disability. In 
both cases the disability clause provides 
for payment of monthly income upon 
proof of disability. Each of these groups 
was sub- divided as follows: (a) Com- 
panies liberal in treatment of nolicyhold- 
ers and interpretation of clause; (b) 
companies following the terms of the 
contract closely. In the first synopsis 
are given the rates of disability per 1,000 
policies for all ages combined during 
the first three policy years in order that 
comparisons may be made: 

Rates of Disability 


Per 1,000 
Policy Year 
Ist 2nd 3rd 
I. Three months’ disability: 
(a) ieseenl beset 2.6 4.1 4.6 
COR WOPEBE cevcece 1.2 2.2 2.9 
IT. amen disability: 
(a) Liberal ...... 1.0 1.4 1.5 
(Bb) Strict .....+. 6 1.2 1.3 


Difference Is Marked 


“The difference between the rates of 
disability is very marked. The rates of 
disability among the companies which 
provided for paying the benefits in event 
of total and presumably permanent dis- 
ability, and which adhere strictly to the 
terms of the policy, are about one-third 
of the corresponding rates in the com- 
panies which pay the claims after the 
insured has been totally disabled for at 
least three months, and are liberal in 
their treatment of policyholders. The 
rate of disability, however, cannot be 
considered by itself as there are two 
other factors which enter into the calcu- 
lation of premiums and reserves, namely, 
the rates of death among the disabled 
lives and the rates of recovery among 
them. In the succeeding synopsis are 
given these rates, from which it will be 
seen that there is as great a difference 
between the rates of deaths and recov- 
ery in the four groups as there is among 
the rates of disability per thousand: 
Rates of Recovery 


Per 1,000 
Year of Disability 
1st 2nd 3rd 
I. Disability more than 
three months: 
(a) Liberal ...... 392 126 31 
(ep “Wereee te ess 280 206 No data 





Il Permanent ¢ disability: 


(a> Zaperal ...... 24 76 73 
(b) Strict" Shasdes 60 101 73 
Rates of Death 
Per 1,000 
BS ear of Disability 
1st 2nd 3rd 
l. Three months’ 
aa ag 
(a) Liberal ...... 73 64 46 
ae Ree 91 88 No data 
II. Permanent disability: 
(a) Liberal ...... 197 132 57 
Se « SE “nw Seen 68 79 62 
Cannot Use General Experience 
“It will be noticed in generai that 


where the rate of disability is high the 
rate of death among disabled lives is 
low, and the rate of recovery among 
disabled lives is high. On the other 
hand, where the rate of disability is low 
the rate of death among the disabled 
lives is high and the rate of recovery 
among the disabled lives is low. As ail 
of these factors must be taken into ac- 
count, the sufficiency of the premium 
for disability benefits cannot be deter- 
mined without an extended calculation 
which should take account of the com- 
pany’s own _ experience. Although 
charging the same premium rate one 
company may make a profit on its dis- 
ability benefits, while another may incur 
a loss, depending upon the terms of the 
policy and the liberality of treatment. It 
should be noted that the proportion of 
disabled lives to the total disability 
business ‘cannot be taken as an indica- 
tion of the sufficiency of the premiums 
because a company with a large per- 
centage of such claims may pay bene- 
fits on the majority of them for a very 
short period only. One company, for 
example, which has a clause providing 
for the presumption of permanent dis- 
ability after three months of total dis- 
ability found that the number of claims 
had greatly increased with the adoption 
of that modification, but the cost of all 
cases in which the insured had been dis- 
abled for more than three months and 
died or recovered before the end of six 
months was equivalent to an additional 
premium of 15 cents per $1,000. As the 
company had formerly assumed in prac- 
tice that all cases in which the insured 
was totally disabled for six months were 
presumably permanent, the increase in 
cost was not serious, although the in- 
crease in labor of settling the larger 
number of claims was considerable. 


Factors That Determine Rates 


“The foregoing statistics show clearly 
that the combined experience of all 
companies cannot be used by the indi- 
vidual company in determining its rate 
of premium. The type of the disability 
benefit, the terms of the policy, the in- 
terpretation of its terms, and the treat- 
ment of the disability claims are all fac- 
tors in determining the rates which 
should be charged. In considering the 
adequacy of the rates, therefore, espe- 
cially with relation to those of other 
companies, each actuary should consider 
the practice of his own company in ad- 
dition to the mathematical basis of’ the 
disability premium. 


Benefits Not Uniform 

“The diversity in the forms of dis- 
ability benefits and the difference in the 
treatment of the policyholders make the 
question of the proper amount of re- 
serve to be carried a very difficult one. 
Until more experience has been accumu- 
lated it does not seem advisable, in my 
opinion, to make radical changes in the 
present practice with the exception of 
the reserve for recently disabled lives. 
In view of the fact that many compa- 
nies experience a recovery rate of from 
20 percent to 35 percent within the first 
year after disability, it seems obvious 
that reserves on disabled lives should 
not be based on the assumption that all 
such insured will be totally disabled for 
life. A modification of the reserve has 
been suggested for companies with a 
high recovery rate among disabled lives, 
such as a reserve equal to the prospec- 
tive payments for one year on all pol- 
icyholders who have been disabled for 
less than one year. This would result in 
making the figures in the gain and loss 
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NEARLY 700 ATTEND 
NEW YORK MEETIN 


Monthly Session of Local Associs. 
tion of Life Underwriters 
Draws a Big Crowd 


AIM $2,000,000 IN BROCKToy 





Immigrant of 19 Years Ago Wins Big 
Success in Insurance by Civic 
Service 


NEW YORK, Dec. 9.—Nearly 1% 
members of the life underwriters asso. 
ciation of New York attended the De. 
cember dinner last evening at which Dr 
John A. Stevenson, vice-president of the 
Equitable, spoke on the “Psychology oj 
Life Insurance Selling” and Isaac § 
Kibrick, a New York Life agent from 
Brockton, Mass., told of phases of his 
work. Mr. Kibrick has written $10,000. 
000 of business in the last nine years, 
$2,000,000 being his goal this year. 

Julian S. Myrick, Mutual Life man 
ager at New. York, chairman of the 
local association’s legislative commit- 
tee, was introduced by President George 
A. Kederich to report on legislative 
matters. He discussed the Armstrong 
law features on commissions and 
showed what members of the New York 
association had done towards moulding 
section 97. The organization has stood 
back of this section ever since its adop- 
tion. 


Ald of State Association 


Mr. Myrick explained the  organiza- 
tion of the New York State Association 
of Life Underwriters, which had helped 
cooperation up-state and which has 
cemented legislative activities for life 
underwriters. He read a_ resolution 
adopted recently by the state associa- 
tion opposing any amendment of sec- 
tion 97 or any changes in its provisions 

Mr. Myrick explained that the cost 
of insurance to the public had been kept 
at the lowest point by this section and 
agents had received a fair rate of com- 
mission. 

Finally Mr. Myrick said his legisla- 
tive committee believed that there were 
plenty of laws on the statute books al- 
ready without adding any. He expected 


other local associations to adopt the 
resolution approved by the state asso 
ciation. 


Civil Service for Agents 


“Civic Service and the Life Insurance 
Man” was the topic of Mr. Kibrick who 
told of landing in New York 19 years 
ago and being directed by a policeman 
to his lodging. 

He thought a life insurance man in 
writing a policy is doing a public serv- 
ice. Doing public service in his own 
job is the main duty of a life insurance 
agent. He did not write the only mil- 
lion dollar case in Brockton, but to 
write that volume he had to write twe 
hundred eleven cases. He believes the 








account more in accordance with the 
facts. 

“At the end of this year is is probable 
that there will be policies in force for 
more than $25,000,000,000 under which 
disability benefits are available. This 
shows the great favor in which the pub- 
lic holds the disability benefit in life in- 
surance policies, in fact there has been 
no development in a generation which 
has made a greater appeal to the pub- 
lic. It also indicates the problem which 
is presented to the officers of life insut 
ance companies and to the insurance 
commissioners with regard to the ade 
quacy of premium rates and of tT} 
serves.” 
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small cases need his assistance more 
the larger. 
nthe speaker said it was more difficult 
to get into the life of a small com- 
munity than a large one, especially in 
New England. Mr. Kibrick believes in 
the worth of a smile but it is expensive 
to frown. He advocated a life agent 
taking part in community affairs and 
had found it worth while in Brockton. 


Value of Public Contacts 


He referred to the strong friends the 
late Harry B. Rosen made in his civic 
work and mentioned Paul Clark of the 
john Hancock in Boston writing Gov- 
ernor A. T. Fuller of Massachussetts for 
500,000. Public contacts with big 
people through social service count in 
securing business. Round table con- 
tacts on an intimate basis count in mak- 
ing business connections. That is 
where social welfare work brings out a 
man’s qualities. 


. Man Selling Himself All Day 


Every man is selling himself to some- 
body morning, noon and night. There 
are thousands of things to be done in 
every community and a life agent who 
is willing to help and sees the job 
through is considered dependable and it 
counts with his neighbors. 

Mr. Kibrick argued that the best way 
to show love of one’s country is to do 
something for it. As an adopted son 
he is thankful of the opportunity to do 
something here and glad that he is not 
on the other side of the water where 
people live on a seething volcano. 


Service to Client 


Dr. Stevenson was presented as hav- 
ing done more for life insurance in this 
country than any other man. The 
speaker saw service to the client as the 
most important basis for the business, 
coupled with tying life insurance up to 
a specific need. It is against the need 
of today to insist that a man take a 
policy. It is a privilege for him to buy 
the service. The prime factor is to give 
aman something which he needs, even 
if he does not know it until after the 
agent’s call. 

Individualizing life insurance counts. 
Selling life insurance is making life’s 
journey longer and happier. He dis- 
cussed the psychology of action and the 
sentimental appeal of home and mother 

Dr. Griffin °-M. Lovelace was quoted 
by the speaker as the man who had 
originated the idea of program insur- 
ance. He will be looked back to as the 
man who emphasized selling life insur- 
ance to meet individual needs. 


Estate at Specific Age 


The most urgent need should be taken 
care of first, tied up with a specific pur- 
pose, viz., sell a $1,500 policy as part 


ot a $15,000 program as the final ob- | 


jective. 

Dr. Stevenson urged the saving and 
creative method of selling life insurance 
to create an estate at a specific age. 
Then the prospect goes on to save the 
money to pay for it. He advised a defi- 
nite age limit for the estate, for exam- 
ple, age 55. 

As to the income approach the 
speaker said he believed in some cases 
it was valuable but he believed that 
many men who say their wives are good 
business women really mean they are 
only thrifty. They know how to handle 
what comes in regularly but do not 
understand how to invest a big lump 
sum, 

Standing off Relatives 


The widow who has part of her insur- 
ance on the income plan gets on better 
with her relatives because she can say 
- age are tied when her relatives 
Wish er to finance their ambitions or 

ish to help her to invest her insurance 
money, 
, The Psychology of the sale is taken 
a ye ag of by one Florida life agent 
Non Is policies like real estate on the 
Pr ie't plan with equal _payments 
well 7 y for the term. The idea takes 

lorids a real estate crazed state like 
om ~ according to Dr. Stevenson, 

© has just come from there. 
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EXECUTION FOR CRIME 
IS NO BAR TO POLICY 


Supreme Court Gives Judicial 
Testimonial to Public Value 
of Life Insurance 


FORMER RULE ABANDONED 


Study of Rare Type of Claim Made by 
General Counsel of Provi- 
dent Mutual 


An interesting study of a rare type 
of death claims was presented at the 
meeting of the Association of Life In- 
surance Counsel in New York last week 
by Andrew J. Davis, vice-president and 
general solicitor of the Provident Mu- 
tual Life. Mr. Davis read a paper on 
“Liability of a Life Insurance Company 
when the Insured is Executed for a 
Crime.” 

Judicial sentiment has turned com- 
pletely around on such cases and the 
new view recognizes the great public 
and social value of life insurance. While 
the earlier decisions are binding in the 
courts where they were rendered, it 
seems likely that the courts not bound 
by precedent will probably find in favor 
of the payment of the policy in cases 
presented in the future. 


Decided on Public Policy 


The first case on record was decided 
in 1830 in Great Britain on an appeal to 
the House of Lords, the highest judicial 
authority in that country. It was held 
flatly that it would be against public 
policy to permit insurance against execu- 
tion for crime, and that where a hazard 
could not be covered specifically, it could 
not be included in a general policy of 
life insurance. 

This public policy ruling was followed 
in the early cases in the United States, 
the first one being in the United States 
Supreme Court. The turn of sentiment 
came in the case of Collins vs. Metro- 
politan Life. Suit was first brought in 
Pennsylvania where it was won by the 
company in the trial court. However, 
a_ skillful lawyer secured a dismissal 
“without prejudice” and the same case 
was brought again in Illinois. The 
Illinois supreme court ridiculed the pub- 
lic policy argument. 


Value to the Public 


This marked the turn of sentiment 
which kept growing in favor of the en- 
forcement of the policy until the South 
Carolina supreme court came out with 
a rule of public policy that far out- 
weighed the former rule, and gave pudi- 
cial recognition to the public benefits of 
life insurance. The South Carolina 
court pointed out the new argument as 
follows: 

“Life insurance under modern social 
and economic conditions has become a 
business which in a very real sense is 
impressed with a public interest. It is 
an important factor in the commercial 
and social life of our people. There can 
be no doubt that the purposes subserved 
and ends accomplished by life insurance 
in protecting the credit of business men, 
in preventing the waste and sacrifice of 
estates, and in providing for dependent 
ones, are purposes and ends in which the 
state is deeply concerned. There is a 
substantial relation between the stim- 
ulation and protection of commerce, the 
conservation of the fruits of industry, 
provision for the material need of de- 
pendent children, etc., and the public 
good.” 

The court found in these considera- 
tions a public policy far superior and 
more weighty than the faint danger of 
weakening the restraints on capital 
crimes. 








GENERAL AGENTS 


capable of organizing and 
developing territory in 





Georgia Alabama 
Kentucky Texas 
Michigan North Carolina 


are wanted by 


Atlantic Life Insurance Company 
of Richmond, Virginia 


If you are ambitious to build your own 
business with a Company which will assist 
you in realizing your ambition, apply at 


once to 
WILLIAM H. HARRISON 
Vice-President and Superintendent of Agencies 


Honestly It’s the Best Policy 














The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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AGAINST NEW VALUATION PROPOSAL 
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REMINISCENCES OF 50 YEARS OF 
INSURANCE GIVEN BY HALEY FISKE 





By T. W. BLACKBURN 
Secretary and Counsel 


The American Life Convention, com- 
posed of 135 legal reserve life insurance 
companies, domiciled in 36 American 
states and representing more than $13,- 
000,000,000 of American legal reserve 
life insurance, is practically unanimous 
in its opposition to the plan suggested 
by William M. Corcoran in his interest- 
ing discussion of the relative merits of 
the American Men mortality table and 
the American Experience table. 

This paper contains a recommenda- 
tion that life companies be permitted to 
value their business on the American 
Men table. It does not ask for the 
abolition of the 
Experience table. 


Corcoran Calls Table Archaic 
If the proposal were to substitute the 


American Men table for the American 
Experience table, a more direct issue 


would be drawn and the merits of the | 


two tables would be a fit subject for dis- 
cussion. True, Mr. Corcoran calls the 
American Experience table archaic and 
if it is everything he says it is, it should 
be abandoned instanter. Upon the issue, 
on the merits, I, as a layman, would be 


inclined to indulge in some remarks in | 


favor of the bridge over which the cap- 
tains of life insurance have carried so 
many millions of satisfied policyholders 
and in so doing have developed the great 
institution of which we are all so justly 
proud. 

Confining myself, however, to the real 
question and on behalf of the western 
and southern companies in particular, 
and the so-called younger and smaller 


companies generally, I wish to register | 


a determined opposition. to the idea of a 
double standard of solvency for life in- 
surance companies in America and sub- 
mit briefly the basis of my opposition. 


Old Table Universally Accepted 


1. The American Experience table 
is the standard recognized in every life 
insurance code in the Union and as an 
arbitrary test of solvency is accepted 
and used by both the departments of in- 
surance and the companies almost uni- 
versally. 

2. To secure legislation sanctioning 
a change will mean a lond and tedious 
course of procedure whether the legisla- 
tures shall be asked to make the valua- 
tion permissive or exclusive. 

3. ‘The younger companies will not 
be benefited in a financial sense by per- 
missive legislation, but would be up 
against a form of competition that would 
place them at a decided disadvantage in 
securing and maintaining business. 


Double Standard Created 


4. Permissive legislation would mean 
a double standard of valuation and 
would be used in field competition much 
as the old issues of full reserve and pre- 
liminary term valuation, now happily 
eliminated, were used. 

5. The public is educated to the 
American Experience table. It has been 
in use so many years with entire safety, 
that a change will be confusing to pol- 
icyholders and the public who cannot 
apprehend the fine distinction which 
actuaries make and understand. 

6. The American Experience table, 
in addition to being safe, is not difficult 
as a matter of computation. Laymen in 
home offices and in departments are 
able to apply its tables intelligently and 
accurately. They may not experience a 
like facility on a new table. 


No Insistent Demand for Change 


7. There is no insistent demand any- 
where for a change of mortality tables. 
The benefits of a permissive American 
Men table would inure to the compet- 
itive advantage, perhaps, of a very small 
number of non par companies and would 
be a hindrance to practically all the re- 
mainder. The question appears to be 


time-tried American 


without interest to participating com- 
panies, who are in position to protect 
themselves in the distribution of divi- 
dends. This fact is the only salient one 
in the controversy, for, regardless of 
methods of valuation, the dividend dis- 
tribution can continue and lower so- 
called “net cost” be experienced by par- 
ticipating policyholders, thus giving the 
participating companies a _ differential 
which cannot be overcome by a direct 
reduction of the non-participating pre- 
mium. This is far from a compelling 
reason for making a change. 





| All Companies Needed 
8. This nation needs every solvent 
life insurance company now or likely to 
come into existence. The social and 
| commercial beneficence of life insurance 
cannot be minimized and the opportuni- 
| ties of the people to secure the benefits 
of life insurance should be increased 
| rather than decreased. It is wise to be 
| safe, and the world knows that com- 
panies transacting business on _ the 
| American Experience table are on an 
| absolutely safe basis of valuation. 
| 
' 


Doesn’t Cover War or Pestilence 


9. The American Men table is the 
|average experience of 50 companies, 
mostly the larger and older institutions. 
If it is an average table, it follows that 
a part of the companies experienced a 
higher mortality than the table indicates, 
and such companies would be handi- 
capped in the event of its adoption. The 
American Men table covers 15 years in 
which there was neither war nor pesti- 
lence. Since its deductions have been 
| compiled this country has experienced 
| both. Why, then, should a pre-war 
| table be adopted nearly seven years after 

the armistice without gathering together 
data for the war and flu period? 


Some Companies Forced to Quit 


10. The absolute safety of the young 

companies, as well as the old com- 
| panies, has been widely proclaimed and 
/is accepted as a demonstrated fact. 
Why, then, shall the whole basis of val- 
uation be changed when it goes without 
contradiction that some companies 
would be forced to abandon the field of 
| endeavor or completely readjust all their 
| policy contracts and reorganize their 
| field operations? 
| If the whole body of policyholders 
| who constitute the real stockholders of 
| all the companies, participating and non- 
| participating, past and to come, would 
experience a benefit by the change of 
| tables, everyone would vote for the 
change. This does not happen. The 
| best than can be said is that the pre- 
|} miums may be slightly reduced for the 
| younger ages—already low enough, but 
| would be increased for the older ages, 
|already high enough. The changes 
| would pinch the young companies at 
| both ends of the life of the policies. A 
reduced premium in the years when the 
company must accumulate its savings 
for the older years, and an increased 
| reserve in the older years when the com- 
| pany otherwise has smaller savings from 
| its younger ages. In other words, the 
| young non par company will be ground 
| between the upper millstone of heavy 
reserves and the lower millstone of 
lower premiums—and its policyholders, 
as a whole, will not gain anything. 


Will Oppose Proposal 


| For many other reasons which could 
| be illustrated by examples taken from 
actual experience, the companies I rep- 
|resent protest against the agitation of 
the subject and will steadfastly and con- 
tinuously oppose the proposal for a per- 
missive double standard of valuation and 
will attempt to prevent western commis- 
sioners and legislatures from giving en- 
couragement to the idea. 





the Metropolitan Life gave an in- | refused, the claimant had to give notic 


Pithe 'Metsopo HALEY FISKE of|3 percent interest. Then, if claim wee 


teresting address last week at the | of the court in which he would bring 
convention of the Association of Life | 


Insurance Presidents at New York on 
“Fifty Years of Life Insurance,” touch- 
ing upon some of the high spots of the 
tremendous growth of the business in 
that time. President Fiske said in part: 

“When one compares the amount of 
life insurance in force, the plans of in- 
surance, the policy provisions, the in- 
surance laws, of 1874 with those of 
1924, one is tempted to say that the 
history of life insurance in the United 
States and Canada is contained in the 
half-century. At the end of 1874 there 
were less than 850,000 policies in force; 
1924 closed with over 92,000,000. The 


amount of insurance in force increased | v 
| patient. 


from $2,000,000,000 to $67,000,000,000, 
the business written in the respective 
years from 115,000 policies to 18,250,000 
for from $362,000,000 of insurance to 
$14,500,000,000; the premium receipts 
from $92,250,000 to $2,250,000,000; the 
assets from $400,000,000 to over $11,000,- 
000,000; the payments to policyholders 
from $68,000,000 to $1,250,000,000. These 
figures exclude fraternal and assessment 
insurance, which had its great start in 





HALEY FISKE 
President Metropolitan Life 


the first decade of the half-century 
period and which has increased from 
$1,500,000,000 in 1885 to $11,000,000,000 
at the end of last year. 


Liberalization of Policies 


“A whole volume of life insurance his- 
tory is contained in the comparison of 
policy provisions at the beginning and 
end of the 50 years. Perhaps I can 
best summarize the progress of life in- 
surance in its practical relations to the 
public by one illustration. My own 
first insurance was in the Mutual Life 
nearly 50 years ago. It is interesting 
to contrast the provisions of my old 
policy with those of the same plan as 
now issued by the Mutual. A claim is 
now payable immediately, instead of re- 
quiring 60 days’ notice. There are no 
travel restrictions; then, permit had to 
be obtained for travel in certain regions. 
Then, occupation was restricted; now, 
it is not after the first year, and even 
as to the first year, there are very few 
restrictions. Then, suicide, except as re- 
sult of disease or accident, exempted 
liability; there is now no exemption 
after the first year. Then, there was 
forfeiturc for non-payment of premiums 
except for paid-up insurance after three 
years; now, after three years there is 
automatic, continued term insurance 
with options of cash and paid-up. Then, 
no basis of reserve expressed; now, re- 
serve on American experience table with 


suit; now, no such provision. Then, , 


| policy charge of a dollar; now, none. 


| 
| 





| business. 
| crease of business in force; 1881 showed 


Other Concessions Granted 


“Now there are concessions, then a). 
sent, for dividends after the second pre- 
mium; privilege to exchange plan with. 
out medical examination; incontestabj. 
ity after one year’s persistence; 1 
avoidance for misstatement of age. 4 
copy of the application is attached to 
the policy, and the statements are mate 
representations, not warranties. In the 
old days, warranties were strictly con- 
strued and gave rise to much litigation 
of which courts became increasingly im. 
Other present concessions are 
loan values; privilege of reinstatement 
within five years after lapse, and options 
of payment of claims either in lum 
sum, or by instalments, or by annuities, 
or by deposit with the company, at in- 
terest. These improvements are, of 
course, common now to all companies, 

“The half-century began under dark 
skies and threatening clouds which de. 
veloped into a long and fierce storm 
The panic of 1873 was a crash which 
involved all forms of investments and 
cut down values to an appalling extent. 
Real estate values were cut in two, with 
consequent impairment of mortgages 
In 1870, 44 percent of the assets of life 
insurance companies was in real estate 
mortgages. There was, no doubt, bat 
management. There was, no doubt, 
ignorance which led to reserving on as 
sumed high rates of interest. It was 
not only the life insurance business that 
suffered, but all business. The railway 
corporations were as badly hit as in- 
surance companies. The period was 
one of economic readjustment aifter the 
Civil war. About 70 life insurance con- 
panies out of 100 failed. The income 
of the companies dropped over a third. 
It has been said that policyholders lost 
$35,000,000. Life insurance by reserve 
companies had a bad name. New it- 
surance written in 1870 was $588,000,000; 
in 1879, $173,000,000. The insurance 1 
force in 1879 was less than in 187 
dropping from  $2,000,000,000 to less 
than $1,500,000,000. Recovery began ™ 
1879, which showed an increase of new 
The next year showed an 1t- 


an increase in income. But it was no! 
until 1885 that the insurance in force 
passed the amount in 1873. 


Development in 40 Years 


“Thus, we may say that the history 
of life insurance is comprised in 
last 40 years. The amount in force 
was doubled in seven years, was dov- 
bled again in nine years, was doubled 
again in ten years, redoubled in eight 
years, again in six years. The 40 years 
have seen the life insurance in force 
multiplied 33 times. . 

“Public sentiment about the system © 
life insurance, irrespective of its faults 
or success of operation, has change? 
from repugnance to a feeling that it Md 
a kind of universal solvent of econom® 
and social problems. Thirty years 38° 
I had to meet a charge, in a legislative 
hearing, that life insurance was mano 
and a form of gambling. It was 
nounced by a large Christian denomina 
tion. Agents were eager to get approve 
from ministers of religion. I cam © 
member when extracts from sermons 
Beecher and Talmadge advising life 
surance were widely circulated. Of" 
20 years ago I had to argue on the a 
ness stand in the Armstrong investigt’ 
tion that industrial insurance was mis 
gamble. No business in the wor the 
today held in higher respect ™ © 
United States. eo has 

“The half-century of life insurance : 
witnessed a constant progress OF 9 
tion and, in some respects, of revolu 
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jt was in 1875 that the Commissioners’ 
Convention adopted a uniform blank for 
reports which, for the first time, re- 
quired a perfect balance sheet. Since 
i871 this convention has met annually 
and the business owes much to its de- 
iberation and action. There has been 
, great improvements in its membership. 
There are no longer commissioners who 


yse their office as politicians or for com- | 


pany exploitation. The commissioners 
today are friends of life insurance and 
protectors of and cooperators with hon- 
est insurance Management. : 

“Jt was in 1889 that the Actuarial 
Society was organized and in the same 
vear the Association of Medical Direc- 
tors. It would be impossible to exag- 


e the good effect on the system | J ( 
= | of the future of the business. It met 


and operation of life insurance of these 
two societies and similar societies since 
organized, both as to their separate ac- 
tivities and in their cooperative work. 
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participating and non-participating in- | 


surance, the standards of valuation. 
History of Industrial Insurance 
“It was in the very panic period de- 
scribed that John F. Dryden had the 


courage to make a start of what is now 
called industrial insurance, and in 1875 


| founded what is now the great Pru- 


dential. It was when the Metropolitan 
was desperately engaged in weathering 
the storm of that decade that Joseph F. 
Knapp of the Metropolitan followed Mr. 
Dryden to England and studied the 


| business at first hand in the London 


In 1913 the Association of Life Insur- | 


ance Counsel was formed, and its career 
has likewise been useful to the business 
in its learned papers and discussions on 


the problems of insurance practice in | 


their relation to statutes and court de- 
cisions. 
Life Presidents’ Association 
“The foresight and wisdom of Paul 


Morton, when president of the Equi- 
table, has been more than justified in his 


Prudential. But not Mr. Dryden or his 


coadjutor, Dr. Ward; not Mr. Knapp or | 


his co-worker, Mr. Hegeman; or Mr. 
Rhodes of the John Hancock, dreamed 


with every sort of opposition at the 
start, legislative and official. More than 
one commissioner denounced it. Inves- 
tigation after investigation pursued it. 
The press abused it. The old line com- 
panies and their agents ridiculed it. Per- 
haps the one commissioner who con- 
stantly stood its friend was John A. 
McCall of New York, whose faith and 


| friendship prevented disaster to the 
| Metropolitan. Afterward, while presi- 


proposal to form the Association of Life | 


Insurance Presidents. Its work has 
been and is extraordinary. It started 
in 1906 with a few companies. Its won- 


derful organization by Robert Lynn Cox, | and 
| in force. It is of double importance. It 


carried on, since his resignation, by 
George T. Wight, has brought into 


membership most of the large life in- | 
surance companies that are eligible, and | 


it now has 58 member companies. Its 
work is to gather information about pro- 
posed and pending legislation, submit- 
ting it to the scrutiny of actuaries and 
counsel and giving advice to legislative 
committees as to its merits and demerits, 
and to distribute the information to the 
constituent members and to the press. 


It keeps up a large library of statistical | 


information of great value. Its annual 
meetings, of which this is one, have been 
the occasion of the reading of papers 
of great importance and interest on leg- 
islative, social and welfare economics, 
and its meetings have been notable 
through the presence of distinguished 
statesmen, experts in economics and in 
public health whose own activities lay 
outside of the life insurance business. 


Value of Armstrong Investigation 

7 have mentioned the Armstrong in- 
vestigation. There is no need to tell of 
its origin or the details of its work or 
of the facts and situations it revealed. 


Perhaps it is enough to say that it re- | 


sulted in the best insurance legislation 
the world has known; that it purified 


the business of abuses and set it forward | 


as the cleanest, best organized and op- 
erated business in public relations that 
exists today. But one more thing ought 


to be said; and that is, that, in the | 
conduct of the investigation and the re- | 


sulting legislation, the business owes a 
debt it can never repay to Charles Evans 


Hughes. Mr. McCall told me not long | 
before he died that Mr. Hughes had | 


been eminently fair; and there could 
¢ no better witness quoted. Industrial 
surance especially is grateful for the 
Judicial spirit Mr. Hughes showed when 
the influences around him tempted him 


'o the endeavor to destroy it. I can | 
t jorget his painstaking study and | 
is fair-mindedness, And surely ordi- | 


nary insurance can now look back with 


gratitude on measures which at the time | 
seemed harsh, the destruction of tontine | 


a deferred dividend insurance, the curb 
of seessment insurance, the limitation 
tion Pane and the temporary limita- 
fed yearly business, gradually modi- 
saclial now that the need has passed, 
on y put under the supervision of 
strict oerintendent of insurance, the re- 
personal’ ~ investments, the ending of 
the 0 icial interest in investments, 

Provisions in 1909 for liquidation in 


dent of the New York Life, he was a 
director of the Metropolitan. 


Group Insurance 


“Group insurance is another promi- 
nent feature of the period under discus- 
sion. Started by the Equitable in 1911, 
it is now practiced by many companies 
and ended last year with $3,250,000,000 


covers with insurance 3,000,000 working 
people. That is a blessing; but perhaps 
even more important is the cooperation 
it affords for mutual benefit of employer 
and employe and the improvement of the 
relations and the better understanding 
which it creates between capital and la- 
bor. Labor looked askance for a while, 
but last year its representatives procured 
legislation permitting life insurance com- 
panies to issue group life policies to la- 


bor unions, and many of these unions | 


have become so insured in various com- 
panies represented in this association. 
Governments in Business 


“The half-century has witnessed the en- 
trance of governments into the business 
and some of them have made insurance 
compulsory. Germany and Great Britain 
have been the leaders. And during the 
late war our Congress provided govern- 
ment insurance at net rates for our 
soldiers and sailors. At one time the 
amount in force is believed to have 
reached nearly $40,000,000,000. If now 
the amount has fallen to less than $3,- 
000,000,000, this is only one more piece 
of evidence that insurance must have 
agents to introduce and keep it in force. 


The companies made no effort to twist | 


government insurance to themselves, 
but, on the contrary, advised men in 
the service to take it out and continue 
it; but doubtless many dropped the in- 
surance because they preferred to place 
their own insurance or had not been suf- 
ficiently educated as to recognize its 
value. This action by Congress was of 
great benefit to the insurance companies, 
by advising the need of insurance to mil- 
lions of uninsured. and, through fixing 
the amount at $10,000, by educating the 
insured to the insufficient amounts which 
they were previously carrying. 
Changes in Agency System 


“The agency system, of which we have 
just been reminded, has greatly changed. 
The agent of 40 or 50 years ago was 
often a man who had failed in other 
business. Gradually the general agency 
business grew up. Competent men had 
general offices and were in close touch 
with the management of the companies; 
they employed subagents, appointed, 
educated, helped and dismissed. The 
general agents were important people 
in the community and kept in touch not 
only with their home offices but with 
their policyholders. There are quite a 
number of these remaining in the dif- 


place of the early scandalous experience | ferent companies; but, as a system, it 


in Seed: expe 
Feceiverships, the standardization of 


Policy Provisions, the differentiation of | now agents. 





is passing. The former sub-agents are | 
Renewals, which had a | 











an-American Life 


Producers Club 


Planning sales and securing prospects are 
two advantages accruing to members of 
our Producers Club. 


An analysis of results secured through our 
Sales Planning Department from January 
1, to October 31, 1925, showed actual insur- 
ance leads of 29% of all people circularized, 
with a volume of new Insurance written 
through these leads highly satisfactory to 
both our Company and members of our Club. 


This is only one of the many attractive fea- 
tures the Pan-American offers its field rep- 
resentatives. 


Pan-American service also includes— 


Educational Course 


Unexcelled low-cost Life Policies 


Sub-standard Insurance for Under-average 
Lives 


Child’s Educational] Endowment 
Group Insurance 


All Forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


PAN-AMERICAN LIF 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 
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Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 





1865—SIXTY YEARS OLD—1925 


PROVIDENT Agents in their ap- 
proach have the advantage of the 
national advertising of the Company 
which is striking and original, and also 
of a Direct Mail Campaign. 











FOUR YEARS YOUNG 


Our Business in 1924 
Income $608,000...... ioneveced Gain 13+-% 
Assets over $1,100,000.........Gain 254+% 
Capital and Surplus over 

$358, Os 
Savings in Mortality $73,000 or... 66 % 
We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 
SALESMEN WANTED 


Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, 
Topeka, Kansas 




















THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
ful business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
record of EIGHTY-TWO YEARS of prosperous and success- 
offers financial strength, reputation, magnitude, leadership, 
and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York 




















large part in the earnings of the gen- 
eral agents and kept them in touch with 
policyholders, are now often in the care 
of cashiers. I suppose one result of 
the change has been to add to the dig- 
nity and importance of the individual 
agent. Many companies do not employ 
part-time agents. Life insurance agency 
is becoming a profession. It is better 
paid. In 1898, the late Mr. McCall said 
the average earnings of over three-quar- 
ters of his agents were about $1,000 a 
year. In 1898, the industrial agent av- 
eraged perhaps $10 a week. The indus- 
trial agent, in at least one company, 
now earns on the average in industrial 
and ordinary, nearly $3,000 a year. He 
is a salaried man with extra compensa- 
tion for production. The New York 
Life has a system by which an agent 
who is competent and persistent earns 
an annuity, while other companies have 
similar or other methods by which tal- 
ent and persistence are rewarded, either 
by renewal interest or otherwise. Com- 
pany loyalty is now the rule. 


Services to Public 


“The life insurance business has taken 
on wider and deeper relations to the 
public. The enormous assets make it 
responsible to the public to safeguard 
investments in which the public has so 
large a share, and the modern officer 
must be fit for this responsibility and 
perform it. The extraordinary number 
of policyholders, probably not far from 
half the population, and in eastern cities 
a much larger proportion, put upon the 
company and its officers a responsibility 
as to public health and welfare. We see 
the companies attacking disease, offer- 
ing diagnosis and advice to individuals, 
supplying them with health literature, 
cooperating with government and health 
and school officials, reaching out to give 
education to the people and even to the 
children, in preventive medicine. The 
companies’ official staff must now com- 
prise not only insurance men but finan- 
cial experts, social students, physicians, 
specialists in health, in welfare, in edu- 
cation, in publicity. 


Health Conservation Work 


“It is not for advertising that one 
company nurses free of charge its sick 
poor by 2,500,000 yearly visits, distrib- 
utes literature on prevention and cure of 
sickness from practically every known 
disease to the extent of 40,000,000 
pamphlets a year, broadcasts health 
talks, teaches physical culture by radio; 
publishes, in 17,000,000 copies of period- 
icals, its monthly talks on health, with 
no reference to insurance. It is the ful- 
fillment of responsibility to one-sixth of 
the population covered by its policies. 
It is concern for public health. It teaches 
governments by experiments, such as re- 
ducing tuberculosis mortality in one city 
from 120 to 38 per 100,000; and, in an- 
other, infantile mortality in the first 
year of life from 300 to 96 per 1,000. It 
demonstrates cure from tuberculosis in 
a sanatorium to the extent of 84 percent 
of its discharges. Its commission on 
public health surveyed the health agen- 
cies of the country; its commission on 
influenza made a discovery which greatly 
reduces mortality from a common type 
of pneumonia. It is about to undertake, 
through a commission, intensive study 
into the causes, prevention and possible 
cure of common colds. Common colds 
are said by physicians to be the most 
prevalent and serious menaces to the 
health of the world, often causing more 
discomfort, inconvenience and danger 
than any other one ailment. The real 
cause has never been discovered and the 
problem is to find it out and prevent 
this form of sickness. It prays for the 
same work by other companies. It re- 
joices in the work they already do. It 
demonstrates that it pays, and the ex- 
penditure is justified in dollars and cents. 
It shows the extension of policyholders’ 
average life, in a period of 11 years, of 
eight years as compared with four and 
a quarter years in the general popula- 
tion. It saves in death claims more than 
it pays for health extension. Its indus- 
trial business gives it special opportunity 





panies do not have. 

“The half-century has been marked by 
the conversion of many stock compani« 
into mutual companies, the outstandiny 
instances being the Equitable, the Pr). 
dential and the Metropolitan. Million 
of assets and billions of insurance hay 
been thus transferred to the ownershj 
of policyholders. The serious questic 
confronts insurance company manag. 
ment, looking to the future, whethe 
with companies of large assets whid 
confine themselves to life insurance, ; 
is safe, regarding the interests of th 
policyholders, to leave the companies jp 
the control of stock, with all the possib 
dangers that come from stock-ownershiy 
in few hands, in view of the possibilin 
that by the death of the conscientioy 
owners, stock control of the compani« 
and their assets should pass into th 
hands of speculators and exploiters. 


Predicts Wonderful Development 


“At the close of the half-century, wha 
a vista opens! Who can predict along 
how many avenues life insurance wil 
march to the public good? Insurance 
against death, endowment or savings 
insurance, mortgage redemption insw. 
ance, sickness and accident insurance 
both in money compensation and keep 
ing life policies in force, corporation in- 
surance on employers, group insurance 
on employes, old-age pensions. But i 
there any ill or contingency in life ow 
business will not cover? Shall it be: 
security on partial payments for mer. 
chandise or bank or other loans? Shall 
it be rewards for public and _ private 
service? Shall it be unemployment’ 
Shall it be the wide extension of ol 
age pensions? The movement for per 
sions has begun; agitation in Englané 
has been going on for years. We have 
made a beginning. American sentiment 
will not leave this to government. Lift 
insurance companies must prepare to d 
the business. The specters before wag 
and salaried men and women are death, 
sickness and accident, unemployment! 
and dependence in old age. It is the 
true function of life insurance to banish 
these specters. Life insurance now cares 
for death and illness and accident. The 
time will come when legislatures wil 
permit the companies to write unem- 
ployment insurance. Companies do not 
have to wait to provide support in oll 
age. Individuals can buy annuities. 


Opportunities for Annuities 


“In the United States the companies 
have not pushed annuities as they shoul 
have done. It requires an educational 
campaign. The people are not informe 
of the immense advantage of making 
sure their protection against improvit- 
ence in later life. But take corporation 
with numerous wage-earners and sé 
aried men and women. Do they 10 
owe duties beyond payment of compet 
sation? Is the compensation suffices! 
to provide for sickness and old age’ 
‘Group insurance is proving the willing 
ness of employers to engage in welfare 
work and furnish health and accident # 
well as life insurance. Can they not 
persuaded to provide pensions? Some 
corporations have pension plans. At 
they actuarially sound? Have there 0 
been some unfortunate experiences? Lilt 
insurance companies are in the positiot 
to provide for annuities in groups th 
will be financially safe and that ¥ 
enable corporations to reward persis 
ence and faithful service by banishing 
care. The same things may be said ® 
to employes of federal, state and 
governments. It is known that som 
pension systems in use for years ue 
unsound and in a precarious condition 
Salaried employes are mostly underpar 
even if not, any margin for future — 
ity is small. Let governments — 
that life insurance companies are —_ 
to serve them. Take the whole sy 
out of political incompetence. Si 
servants of government who are n 
servants of the public feel that the 
heir families : 
free from anxiety. How better ¢a® - 
spread contentment among all classe 
people and put an end to popular 
content?” 
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HOW A COMMISSIONER | 
SEES LIFE INSURANCE 


Address by W. R. C. Kendrick to 
Convention of Life 
Presidents 


PAYS A GLOWING TRIBUTE 


Expresses His Appreciation of Coop- 
eration Between State Department 
and Company Officials 


Commissioner W. R. C. Kendrick of 
lowa, president of the National Con- 
vention of Insurance Commissioners, 
represented that body at the convention 
of the Association Life Insurance 
Presidents at New York last week. He 
spoke ‘on “Life Insurance from the 
Viewpoint of a Supervising Official,” and 
in the course of his address paid high 
compliment to the institution. Ex- 
cerpts from his address follow: 

“To me life insurance affords a tre- 
mendously absorbing study. The most 
interesting period of my professional 
and business career has been the years 
associated with life insurance. No other 
avocation approaches the life insurance 
business in its myriad forms of fascin- 
ating interest, its tragedy, pathos, al- 
truism, love, happiness, power and in- 
fluence. It is, indeed, one of the most 
progressive sciences in the universe. It 
offers more opportunity for construc- 
tive initiative than any other human vo- 
cation. It affects mankind in every 
phase of life. Its beneficent influence 
penetrates the home, the marts of trade, 
the centers of finance, and even the na- 


of 





LIFE 


tion itself. Scarcely in the history of 


dustry of equal proportions. Truly, life 
insurance can be justly terme the 
greatest institution in the world. 


Has Substantial Basis 





“No other line of human endeavor 
has written a finer chapter than that 
presented by the record of the life in- 


America. No busi- 


surance companies of 
ness is upon a more substantial basis, 
nor is any business making greater 
progress in America today, than legal re- 
| serve life insurance. While commerce, 
industry and agriculture were suffer- 
ing from the hard blows of postwar de- 
flation, legal reserve life insurance was 
enjoying unprecedented progress. Not 
only have legal reserve life 
companies been progressing, but fra- 
ternals and assessment associations have 


shared more or less in that progress. 
The total life insurance in force has 
trebled within the last ten years, and 


today it exceeds the stupendous sum of 
$75,000,000,000, 
gregating more than $11,000,000,000, 
and a total income of more than $3,000,- 
000,000. Our statesmen at Washington 
are recommending a plan of taxation 
which will enable the government to 
pay off the national debt within 65 years. 
The national debt could be liquidated 
within five years from the income of 


that we give 
publicity. How- 


I would not recommend 
that suggestion undue 
ever, whatever may be the condition of 
business generally in America at the 
present time, there is nothing but good 
the matter with life insurance. 





Has Great Possibilities 


“My purpose in calling attention to 
the magnitude of the life insurance busi- 
ness is not to idealize the business on 
account of its size, but to impress upon 
you its possibilities and its responsi- 
bilities. In the beginning, life insur- 
ance was looked upon more or less as a 
gamble and few people had confidence 
{in it. Its path of progress has been 


with mitted asset: “+ ; ng - 
th admitted assets ag | ing the succeeding 50 years is inconceiv- 


| able. 


INSURANCE 


civilization has there risen a private in- | 


EDITION 


the very 
of life in- 
Armstrong 
trium- 
has be- 


in fact, 
institution 
rocked by the 
investigation, but it emerged 
phantiy from that attack and 
come an inseparable part of our na- 
tional life, and is one business in which 
the American people generally have im- 
plicit confidence. This is clearly evi- 
denced by the fact that out of a pop- 
ulation of 112,000,000 there are more 


rough; 


exceedingly 
the 


foundation of 
surance was 


| than 90,000,000 life insurance policies in | 


force. 

“One of the large eastern life insur- 
|} ance companies recently celebrated its 
golden anniversary. In recounting its 
achievements, it was recalled that 50 


insurance | 


years ago it commenced business in a 
basement with practically no financial 
backing, but today it occupies a palatial 


| home office building and possesses ad- 


mitted assets of approximately $1,250,- 


000,000. If it is possible for life insur- 
| ance to make such progress during the 
trying years of the past half century, 


American life insurance companies. But, | 


the marvelous development possible dur- | 


Is Progressive Science 


‘As heretofore stated, life insurance 
is a progressive science. New problems 
are continually arising and ample time 
has not elapsed to furnish companies | 
sufficient esperience to formulate and 
adopt reliable tables upon which to cal- 
culate proper charges to cover some of | 


the more recent hazards of modern life. 
It has been only a few years ago that 
we witnessed the first automobile upon | 


our highways, and most of us were skep- 
tical as to its practicability and useful- 
ness as a vehicle of commerce. But to- 
day the entire population of my state 
could be taken a ride at the same time | 
in lowa owned automobiles. Prac- 
tically the same situation exists in other 
states. This condition, the growth of 
about a decade confronts life insurance 
officials with new problems, for dur- 
ing 1924, one-fourth of the deaths in 
the United States resulting from acci- 
dents were caused by automobile acci- | 


| and woman’s tears, 
| hope and human love. 





15 
dents. 3efore life companies can ac- 
quire an experience from deaths caused 
by automobile accidents, they are con- 
fronted with a new problem, namely, the 
effect of air transportation upon mor 
| tality. In the solution of these and 
similar problems, extreme patience 


should be exercised by legislatures and 
insurance departments, and life com- 
panies should be extended the broadest 
latitude and given the fullest coopera 
tion by both the legislatures and the 
departments. 


Recognize Responsibilities 


may be for 
limitless 


as it 
almost 


“As important 
to develop the 
bilities of life insurance, it far more 
important that you fully recognize and 
fulfill the tremendous responsibilities as- 
sumed by you. The institution of life 
insurance is not only a great commercial 
giant, but its management is also im- 
pressed with a sacred trust. Yours is a 
business sacred man’s devotion 
sacred as human 
You hold in your 


you 
possi 


is 


18 


is as 


as 


hands not your interest alone, not the 
| interest of your companies only, but you 
hold in your hands the interest of the 
| aged, the infirm, the disabled, the father 
less and the bereaved. Indeed, it is 
| by your hands that the love of him who 
dies still lives. 
Hold Funds as Trustees 


“Not only do you hold in your hands 
the happiness and welfare of 35,000,000 
American citizens and their beneficiaries, 
but you are the trustees of a fund equal 
to more than half of the total deposits 
in all the national banks of the United 
States, and you are charged with its 
safe-keeping and safe investment. To 
your judgment is entrusted the success- 
ful functioning of one, if not the most 
important factors in the financial plan 
of America; in fact, life insurance is an 
integral part of our national life, and to 
seriously impair its solvency would be 
a national disaster. It is therefore im 
perative that the management of our 
life insurance companies shall be en 
















GENERAL AGENTS 


Capable men desiring to build their own General 
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young company. 
Our best uncontracted territory 


INDIANA— 
Evansville 
New Albany 
Terre Haute 
Indianapolis 
Michigan City 


ILLINOIS— 


exclusive territory of their own choice with this progressive 
We accept all classes of life risks, age one day to 65 


Peoria Waterloo 
Mt. Vernon Mason City 
Springfield Sioux City 
Murphysboro Council Bluffs 


For further information communicate with 


A. O. Hughes, Vice-President in charge of Agencies 


Farmers National Life Insurance Company 


OF AMERICA 


includes: 


3401 South Michigan Ave., Chicago, Illinois 
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MISSOURI— 


Joplin 

St. Joseph 
Cape Girardeau 
Jefferson City 
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trusted not only to men of unquestion- 
able character and ability, but also to 
men imbued with a true spirit of patriot- 
ism. I entertain no fear, however, that 
any member of this distinguished body 
will ever be recreant to his trust. 


State Insurance Danger 


“As I attempt to penetrate the veil 
that obscures the future possibilities of 
the astounding development of life in- 
surance and try to visualize the insti- 
tution of life insurance at the close of 
the succeeding quarter century, I won- 
der if this beneficient institution will be 
drawn into the vortex of socialism. May 
that fatality never occur, and yet we 
cannot close our eyes to the present day 
tendency toward state insurance. While 
such fears may be entirely unfounded, 
nevertheless the peril of state insurance 
is real and demands eternal vigilance, for 
there is no place in life insurance for 
that nefarious doctrine. May the day 
never come when life insurance is op- 
erated by either state or federal govern- 
ment, but may life insurance, as a dis- 
tinct and separate institution, endure 
until the end of time. 


Must Have Public Confidence 


“In the development of the subject as- 
signed to me, I have discussed the gi- 
gantic magnitude of life insurance at the 
present time. I have further attempted 
to picture to you its limitless possibili- 
ties. I have also endeavored to impress 
upon you its tremendous responsibili- 
ties. But as extensive as the business is, 
and as vast as are its possibilities, its 
future successful growth must be builded 
upon the solid foundation of public con- 
fidence. The life insurance business 
must continue to enjoy the confidence 
and respect of the American people. 
The most effective method to retain 
public confidence is to keep the business 
clean. In due respect for the excellent 
service now being rendered by the men 
of ability and character who occupy the 
executive positions of our life insurance 
companies, I want to say to you that, 
in my experience as a supervisory offi- 
cial, no branch of the insurance business 
has been more cleanly conducted than 
the life insurance business. 


Value of State Supervision 


“T believe every fair minded company 
official will concur in my statement that 
state supervision has contributed largely 
to the successful development of the 
life insurance business. I am persuaded 
you wll also agree with me that the 
members of the National Convention of 
Insurance Commissioners are men of 
honor, integrity and ability, and that 
they are administering their respective 
offices in as fair minded, efficient man- 
ner as the facilities at their command 
and the laws governing the insurance 
business will permit. I am confident I 
am correct in the further statement that 
at present a better spirit of cooperation 
exists between the insurance depart- 
ments and company officials than at any 
other period during state supervision. 
We are charged with the supervision of 
one of the great institutions of the 
world, and in the supervision of this 
colossal organization the legislatures of 
our respective states have conferred 
upon us broad, almost arbitrary powers. 
In the administration of our office these 
powers may be beneficially exercised 
or disastrously abused, according to the 
prudence, intelligence and fairness dis- 
played in the fulfillment of our trust. 
There are numerous situations arising 
where action must be either indicated 
or controlled by some central authority, 
and that central authority is naturally 
the insurance department. 


Responsibilities on Commissioner 


“The duty of the commissioner of in- 
surance is partly ministerial and partly 
discretionary. Scarcely a day passes 
that we are not called upon to take ac- 
tion upon some matter of importance to 
the insurance business, and while our 
first duty is to protect the interest of 
the policyholders, we should never ig- 
nore our obligation to preserve the 
rights of the companies. Arbitrary and 
vindictive use of the enormous power 





BUFFALO AGENCY PLANS 
NATIONAL CONVENTION 


Johnston & Monser to Conduct 
Sales Meeting on Large 
Scale 





EXPECT BIG ATTENDANCE 





Company Officials and Field Men of 
Mutual Benefit Life Will Take 
Part in Program 





BUFFALO, Dec. 9.—Early this year 
Johnston & Monser, Buffalo’s aggres- 
sive representatives of the Mutual Bene- 
fit, held a sales convention that was 
commented on as a model in business 
magazines outside the field of insurance. 
Leading underwriters from all parts of 
the country attended and took back to 
their agencies a wealth of sales ideas 
that helped increase their production 
throughout the year. The total attend- 
ance, including the Johnston & Monser 
forces of some 60 men, was 120. 

Now the Johnston & Monser forces 
are planning what will amount prac- 
tically to a national sales convention 
of the Mutual Benefit forces. The dates 
set are Jan. 14-16, and invitations have 
been sent to every Mutual Benefit 
agency in the country. Eleven home 
office officials, including President John 
R. Hardin, will attend. Acceptances 
already received indicate an attendance 
of about 300. The Life Insurance Sales 
Research Bureau of Hartford will send 
its observers. It is believed that this 
will be the largest and most important 
sales convention ever held under the 
auspices of a single agency. 


Will Meet in Groups 


Those attending the convention will 
be divided into four classes: General 
agents; superintendents of agencies, in- 
structors, supervisors and others who 
have charge of the selecting, handling 
and training of field men; salesmen in 
the business more than one year; sales- 
men in the business less than one year. 
The general agents will be divided into 
groups to segregate agencies which have 
similar problems. Salesmen in the busi- 
ness more than a year will be divided 
into groups, not exceeding 12 men to a 
room, according to their abilities and 
individual problems. Thus the entire 
convention will be broken up into small 
groups, with the exception of a few gen- 
eral sessions. The purpose of these 
group meetings will be to get intensive 
discussion of sales problems. Those at- 
tending the meetings largely as ob- 
servers will be assigned to the specific 
groups in such a way that the agency 
or organization they represent will get 
the largest possible benefit. 

School of Instruction 


While all this is going on Thursday 
afternoon a school of instruction will be 





placed in our hands should never be ex- 
ercised. No single factor has retarded 
the progress of civilization more than 
the abuse of power by those who wield 
the sceptre of authority. Therefore, to 
obtain the best results and to promote 
the best interests of both the policy- 
holders and the companies, no supervis- 
ing official should ever assume the atti- 
tude of a czar, but should confine his 
jurisdiction to the supervision of the 
insurance business transacted in his 
state, and, when the solvency of the 
company is not threatened nor the in- 
terests of the policyholders jeopardized, 
nor the laws violated, he should permit 
the company to conduct its business and 
maintain its organization along the lines 
which the executive officers deem best 
for its interests.” 


“The Finesse of the Sale.” 


held in a separate room for men in 
service less than one year. It will be 
in charge of two men who are nationally 
known for their ability to train men— 
Harvey Shepard and Harry Neher of 
Cincinnati. Fundamentals will be taught, 
everything up to the actual interview. 
Thursday night five general agents of 
varying types will hold open house in 
their hotel rooms, giving the men a 
chance to talk with the specific general 
agent whose particular type of aggres- 
siveness or ability is best suited to help- 
ing the individual solve his difficulties. 
At the same time, five leading producers 
of the United Sates will hold open house 
for the same purpose. 


Huebner Will Speak 


Friday morning there will be a gen- 
eral assembly in the ball room of the 
Hotel Buffalo. The doors will be locked 
at 9 o’clock and nine men who are out- 
standing national characters in sales- 
manship will talk exactly five minutes 
each. Each speaker will be required to 
tell the outstanding features of his work. 
W. H. Stanley of the Johnston & Mon- 
ser agency will be chairman. There 
will be no ‘introductions, but a card sys- 
tem, such as that used in vaudeville 
theaters, will tell who the speaker is and 
give his outstanding records. The object 
of this program will be to give the con- 
vention a composite idea of the qualities 
that make a man a big personal pro- 
ducer. Following these five-minute ad- 
dresses, Dr. S. S. Huebner of Phila- 
delphia will speak on “Life Values.” 
After his talk, Dr. Huebner will answer 
questions until 11:30. 


Leading Producers on Program 


There will be another general session 
in the afternoon, at which there will be 
20-minute talks by Clay W. Hamlin of 
Buffalo, W. H. Beers of Rochester and 
Sam Sturm of Cincinnati, discussing 
three separate angles of Dr. Huebner’s 
talk. Then the convention will again 
divide into small groups, this time to 
talk about life values. In the school of 
instruction for men in the business under 
one year, there will be a discussion of 
“The Sales Interview.” H. I Cutler 


fand Raleigh Stotz of the Mutual Benefit 


Detroit agency will have charge. 
Friday night all the general agents 
and home office officials will be guests 
at dinner of Johnston & Monser. At 
the same time the attending salesmen 
will be guests at dinner of the Buffalo 
agency sales force. There will be a 
theater party later in the evening. 


Discuss Finesse of Sale 


Saturday morning there will be a for- 
mal session of. the general agents and 
at the same time group conferences of 
salesmen attending for the discussion of 
The school 
of instruction Saturday morning will be 
in charge of E. G. Wickes of the Buffalo 
agency and J. Bruce Thompson of the 
Baltimore agency. 

After luncheon Saturday there will be 
a general assembly, with an address by 
Oliver Thurman, superintendent of agen- 
cies for the Mutual Benefit, who will 
summarize the entire conference, and 
an inspirational address by by W. B. 
Burruss on Kipling’s “If.” The last 
event will be a banquet for all Saturday 
evening. 





“COUNSELLORS” 


——_ 


New Requirement for Licenses in That 
“Class Imposed by Michigan 
Department 


EXAMINING 





LANSING, MICH., Dec. 10.—All fu- 
ture applicants for life insurance coun- 
sellors’ licenses in Michigan must pass 
a written examination given by Com- 
missioner Hands or his deputies in the 
offices of the department. This rule, 
which has already resulted in preventing 
the issuance of one license, has been put 
into force, the commissioner says, to 
stop abuses of license privileges which 
have been reported to the department. 

Although it is probable that most of 
the “counsellors” licensed at present in 





Michigan are not guilty of unethic, 
practices, there are enough of them who 
are, in Mr. Hands’ view, to warran; 
measures to make the license harder ty 
obtain. ‘By giving a written examinatio; 
to every applicant, varying the ques. 
tions, based on actuarial problems ané 
points of insurance law in the main, each 
time, and then establishing rather rigi¢ 
standards for a “passing” grade, it js 
the hope of the commissioner that the 
licenses will be made to represent rea! 
certificates that the holders are men 
qualified to give authentic counsel in life 
insurance matters to their clients. 

Complaints against counsellors hay 
been to the effect that these license hold. 
ers have used their certificates merely 
to advance their‘own interests as life 
agents. Instead of giving impartial ané 
wise counsel to those enlisting their 
services, they are said in many cases to 
have advised the dropping of certain pol- 
icies and the purchase of others which 
could be provided by the counsellors 
themselves, thus fattening their com. 
missions. 


Many Ohio State Weddings 


Cupid has been busy around the of. 
fices of the Ohio State Life in Colum. 
bus. First Miss Kathryn Schilling, 
‘daughter of Dr. C. E. Schilling, medical 
director, became the bride of Raymond 
C. Welch. Then Miss Kathleen Saile 
was married to Mark Ammon. Follow- 


‘ing Miss Saile came Miss Eunice Major, 


daughter of Photographer J. W. Major, 
who became the bride of Ted Jenkins. 


Hall Is Made Actuary 


H. L. Hall of Hartford has been made 
assistant actuary of the Connecticut de- 
partment. He has been an actuary in 
the Travelers home office for 11 years. 
He graduated from Cornell in 1914. 


Aetna Sells Buildings 


The Aetna Life disposed of its last 
piece of downtown property in Hartford 
last week when it sold to George R. Ford 
of the Hartford Market Company the old 
Jewell Belting Company property at 
Jewell, Trumbull and Hicks streets. The 
sale was made through the office of 
Aubrey L. Maddock, 214 Pearl street, 
formerly a special agent for the Travel- 
ers, Mr. Ford paying $425,000 for the 
property. By agreement with the sell- 
ers, Mr. Ford will assume ownership at 
once, but will not take possession for 
four years. 

The property was bought by the Aetna 
Life in 1918 and the company has since 
used it to house its printing and sup- 
plies, publicity and photographic depart- 
ments and part of its engineering 
research department, pending construc- 
tion of the new home office at Farming- 
ton avenue and Sigourney street. The 
sale of this property closely following 
the disposal of the main home office 
building has no special significance as 
to the immediate construction of the new 
buildings by the Aetna companies. Its 
officials announce that they are pushing 
their plans rapidly, but that these two 
recent sales have no special bearing on 
the new building plans. 


Life Notes 


The Cleveland agency of the Connecti- 
cut Mutual Life has just moved into 
more commodious quarters in the neW 
Union Trust building. 

Dr. John Ernest Cook, father of Paul 
W. Cook, instructor of agents for e 
Mutual Benefit Life at Chicago, died : 
Richmond, Va., last week, aged 65, fol- 
lowing an illness of five months. : j 

John Irby, manager for the ordinaty 
department of the Prudential in sons 2 
ern Ohio and Kentucky, returned to | yi 
cinnati last week after spending sever 
weeks in Denver for his health. 

Frank C. McDevitt, special agent - 
the Phoenix Mutual Life at Des Moini 
was called to Oelwein, Ia., this wee Me- 
the sudden death of his father. .. a 
Devitt will go to Hartford next wee 
spend some time at the home office. 

Mr. and Mrs. W. Hall Edwards of a4 
lahoma City announce the birth P the 
daughter. Mr. Edwards is one “fe in 
general agents for the Federal wit 
Oklahoma and treasurer of the iters. 
homa Association of Life Underwr 
ency one 





Mutual Life of New York, ane. aor. 
promsont of ie Spokane Life 
writers Association, was 
week as the delegate of the Sporors 
Rotary Club to the Internation: 
Work Conference, held in that city: 
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STANDING COMMITTEES ARE NAMED 
FOR THE AMERICAN LIFE CONVENTION 








H. B. Arnold, president of the Ameri- 
can Life Convention, announces the 
appointment of the following standing 
and special committees for the year: 

STANDING COMMITTEES 

Blanks—Franklin B. Mead, chairman, 
Lincoln National Life; T. W. Blackburn, 
secretary, American Life Convention; 
George Graham, Central States Life. 


*x* * * 


Membership—Dr. H. E. Sharrer, chair- 
man, Northen States Life; E. E. Salis- 
pury, American National, St. Louis; Fred 
M. Sanders, Bankers Life, Lincoln; D. 
W. Johnson, Commonwealth Life, Louis- 
ville; J. J. Shambaugh, Des Moines Life 
& Annuity. 

* * * 

Next Annual Meeting—George H. 
Beaudry, chairman, Capitol Life, Denver; 
W. F. Grantges, International Life; A. 
E. Werkhoff, LaFayette Life; J. C. Har- 
vey, St. Louis Mutual Life; James Fairlie, 
Mutual Life of Illinois. 

* * * 

Uniform Laws—Fred H. Aldrich, chair- 
man, American Life, Detroit; James C. 
Jones, Sr., American National, St. Louis; 
W. H. Hinebaugh, Central Life of Chi- 
cago; Lewis Stout, Columbus Mutual 
Life; Manton Maverick, Continental of 
Chicago. 

*x* * * 

Departmental Supervision—Guilford A. 
Deitch, chairman, Reserve Loan Life; 
L. J. Dougherty, Guaranty Life; Clifton 
Maloney, Philadelphia Life; U. S. Brandt, 
Ohio State Life; W. A. Watts, Merchants 
Life. 

* * * 

Finance—E. O. Burget, 
Peoples Life, Frankfort; 
American Life Reinsurance; 


chairman, 
aa GH Bigger, 
James A. 





Baty, Detroit Life; Louis St. J. Thomas, | 


Shenandoah Life; B. M. Stackhouse, 
Farmers Life of Denver, Colo. 
* * * 


Medical Examinations—Dr. W. F. 
Blackford, chairman, Commonwealth 
Life of Louisville, Ky; Dr. H. W. Gib- 
bons, Western States Life; Dr. James B. 
Eagleson, Northern Life of Seattle, 
Wash.; John E. Reilly, Old Line Life; 
John E. Higdon, American Bankers of 
Jacksonville, Ill. 

* * * 

Agents and Agencies—H. E. Worrell, 
chairman, Omaha Life; E. S. Ashbrook, 
North American Life of Chicago, IIL; 
Ray C. Wagner, Bankers Reesrve Life; 
N. Z. Snell, Mid-West Life, Lincoln, Neb.; 
W. H. Savage, Great Republic Life. 

* * * 
SPECIAL COMMITTEES 

Under-Average Lives—Charles H. 
Beckett, chairman, State Life; S. E. Alli- 
son, Pan American Life; Dr. H. W. Ding- 
man, Continental, Chicago, [Ill.; Dr. 
Henry Wireman Cook, Northwestern Na- 
tional; Franklin B. Mead, Lincoln Na- 
tional Life; T. A. Phillips, Minnesota 
Mutual Life; J. Chas. Seitz, Security Life 
of Chicago. 

*x* * * 

Total Disability—Dr. Henry Wireman 
Cook, chairman, Northwestern National 
Life; Dr. H. A. Baker, Kansas City Life; 
L. D. Cavanaugh, Federal Life; I. Smith 
Homans, Commonwealth Life; A. W. 
Larsen, Volunteer State Life; Franklin 
B. Mead, Lincoln National Life; John M. 
Laird, Connecticut General Life; J. Chas. 
Rietz, Midland Mutual Life; H. W. 
Buttolph, American Central Life; Henry 
Abels, Franklin Life. 


* * * 


American Service Bureau—R. W. 


mavens, chairman, Illinois Life; C. B. 
ne, Cedar Rapids Life; Clarence L. 
yres, American Life of Detroit; E. W. 





Randall, Minnesota Mutual Life; H. R. | 


Cunningham, Montana Life. 
* * * 
Lapses—Harry L. Sea 
y, chairman, 
Southland Life; O. J. Arnold, North- 
conern National Life; James A. McVoy, 
ema States Life; Frank P Manly, In- 
anapolis Life; G. S. Nollen, Bankers 
Life of Iowa. 
* * * 
ane Haneous Subjects—S. M. Cross, 
0: ae Columbus Life of Cincinnati, 
oa ~- B. Jacobshagen, Farmers & Bank- 
aaa fe, Wichita, Kan.; R. M. Henderson, 
pee State Life, Shreveport, La.; 
‘4. Lutterloh, Peoples Life of Chicago, 


Ill.; Dr. W. Prairie Life, 


Omaha, Neb. 


R. McGrew, 


*x* * *® 
Grievances—A. R. Wilson, chairman, 
Amicable Life; E. E. Sallee, Bank Sav- 
ings Life; D. Sharp, Central Life of Fort 
Scott, Kan.; L. L. McAlister, Pilot Life; 
J. C. Maginnis, Eureka-Maryland Assur- 
ance. 
* * * 
Resolutions—R. M. Malpas, chairman, 
Reinsurance Life, Des Moines, Ia.; 
Francis L. Brown, Rockford Life; N. J. 
Frey, Wisconsin Life; Henry Abels, 
Franklin Life; Francis V. Keesling, West 
Coast Life. 
* * * 
Credentials—H. G. Royer, Chairman, 
Great Northern Life of Chicago; Carl A. 
Peterson, Mutual Trust Life; Stuart J. 
Blashill, Ohio National Life; Edward G. 
Sourbier, Public Savings; W. C. Cockrell, 
Inter-Southern Life. 
* * * 
Investments—G. A. Grimsley, chair- 
man, Security Life & Trust Co., Winston- 
Salem, N. C.; C. A. Craig, National Life 
& Accident, Nashville; A. L. Hereford, 
Springfield Life; C. F. Williams, Western 
& Southern Life; A. F. Moore, Michigan 
Mutual Life. 
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enter additional states. 


tion with us. 


ment. 


There are several specific things which bring that about. 
is the Personal Proposal Sheet used by agents under the American Central Plan. 





Perhaps the most comprehensive field 
development pregram in existence today. 
One phase is described in this advertise- 


Are You Business Man 
or Professional Man? 


AVE you ever wondered what definite things you might do in order to 
bring your work and yourself up to the professional standard and enjoy 
the advantages of the doctor and the lawyer? 


One of them 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 


Details of the American Central Plan and our methods 


of operation will be given gladly to any one interested in considering a connec- 
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Gives Advice to Companies 


Senator Davin A. Reep of Pennsyl- 
vania in his address before the Assocta- 
TION OF Lire INSURANCE PRESIDENTS told 
the company officials that so long as 
they preach sound doctrines they be- 
come irresistible. Senator Reep said 
that all the life insurance companies 
needeto do is to advocate right meas- 
ures, those that are inherently honest 
and beneficial. He said that the influ- 
ence of life insurance companies on 
policyholders and employes is very im- 
portant. 

For instance, Senator Reep said that 
if the life insurance companies promul- 


gate sound doctrine as to tax reform, 
it is inevitable that this should come to 
pass. He said that it is possible for 
the life companies to reach 54,000,000 
people. If these policyholders appre- 
ciate the situation they will make their 
wants known. 

This word from Senator ReEep was 
encouraging. Life insurance company 
officials often wonder whether they do 
have much influence with policyholders 
along the direction of tax reform. Un- 
doubtedly the comment made by Sen- 
ator Rrep will have a far reaching ef- 
fect. 


Jones Family Still to the Fore 


ATTENTION was Called recently to the 
prominence of the Jones family along pres- 
idential lines. It was shown that Frank 
L. Jones of Indianapolis was elected as 
president of the NATIONAL ASSOCIATION OF 
Lire UNpDERWRITERS and another member 
of the illustrious family, Crirrr C. Jones 
of Kansas City was chosen president of 
the NATIONAL ASSOCIATION OF INSURANCE 
Acents. This seemingly should have sat- 


isfied the Jones tribe, but another member 
of the family has reached the high presi- 
dential office. At the annual meeting of 
the AssociATION oF Lire CouNSEL held in 
New York City, James C. Jones of St. 
Louis, general counsel of the AMERICAN 
NaTIONAL Lire of that city was chosen 
president. Thus we have three Jones now 
sitting on the throne and directing the in- 
surance destinies. 


Running Along With One’s Prospects 


Bruce Barton, the well known maga- 
zine writer, urges life insurance men to 
go along in the same direction with their 
prospects, instead of approaching them 
at right angles. He uses the illustration 
of a man who is getting aboard a street 
car which is already in motion. Such a 
man does not run squarely at the street 
car, but trots along at the side, increas- 
ing his pace until he is moving along as 
rapidly as the car itself, and going in 
the same direction. Then he can step 
aboard without danger. 

Mr. Barton says that men’s minds are 
active and busy. They are in motion. 


They may be thinking of something 
very different from what the salesman 
desires him to consider. If therefore the 
salesman without further ado jumps di- 
rectly at them he will probably be 
thrown off and put out of the running. 
The salesman must move along in the 
same way the prospect is going. He 
must put himself in the prospect’s place, 
analyze his situation, get in tune with 
his thoughts and get himself in a har- 
monious attitude. The salesman, as Mr. 
BarToN points out, should aim to reach 
the points where the two minds will 
coincide. 


‘*But Give Me My Agency Force!’’ 


Wirt six words—short, concise, mean- 
ingful words—the president of a life 
insurance company struck the keynote 
of his company’s success the other day. 
Only a condition beyond his control 
keeps this man from being the head 
of a larger company where he could 
undoubtedly accomplish even greater 
results than he has shown where he is. 
He was addressing a convention of the 
agency force and home office employes. 

No colorful play on words did he 
choose as his method of getting across 
his talk. He spoke from the shoulder. 
At one juncture of his welcoming ad- 
dress he was referring to the progress 


which the company had made, over- 
coming handicap after handicap. He 
called upon his hearers to witness the 
organization that had been built, the 
business that had been written, the rep- 
utation that had been won, the home 
office structure that had been erected. 

Here he hesitated, and then carried 
on; “Tear to pieces this organization, 
destroy that business, blacken that rep- 
utation, tear down this building, but 
give me my agency force and I'll build 
them all again!” 

In six short words he had told the 
story of the company’s success—“But 
give me my agency force!” 





George Wellwood Murray, vice-pres- 
ident and superintendent of agents of 
the Home Life of New York, died last 
Friday at his home in Caldwell, N. J., 
of pernicious anemia. Mr. Murray had 
been in poor health for a long time and 
could not get down to the office. He 
was able, however, to direct some of the 
work from his home. Mr. Murray was a 
native of England, having been born in 
Crewe, Feb. 3, 1863, and came to this 
country in 1879. He entered the service 
of the Home Life as superintendent of 
agents Jan. 20, 1893, was made a direc- 
tor in July, 1916, and was elected vice- 
president July 19, 1919. He is survived 
by his widow and three daughters. 


Dr. D. M. Gedge, assistant medical 
director of the Metropolitan Life at San 
Francisco, died suddenly of heart trouble 
on Saturday evening at a reunion of his 
class of Cooper Medical College. Dr. 
Gedge had been with the Metropolitan 
for a number of years. 


Ed H. Moore, of Youngstown, O., 


prominent in politics in his state, who | 
at one time was insurance superintend- } 


ent, died this week. Mr. Moore a few 
years ago was regarded as one of the 
leading men in the Democratic councils 
of Ohio. 

This week completed the 20th year of 
service of David L. Caulkins as general 
agent of the Connecticut Mutual in 
Cleveland, and his firm, Caulkins, Rosen- 
baum & Caulkins, with agents of north- 
ern Ohio, celebrated the event with a 
dinner at Cleveland. The address at 
the dinner was made by Capt. R. H. 
Kellogg, who made the appointment. 

It is said that the Connecticut Mu- 
tual was among the very first com- 
panies to be represented in Cleveland. 
The first general agency there was Carl- 
ton & Lee. Their office was in the old 
Hower block, on the site of the present 
Hotel Cleveland. 

Ernest B. Houghton of the Guardian 
Life at Rochester, N. Y., who recently 
set a world’s record by obtaining 690 
applications in one month, was the guest 
of honor at a dinner in that city, at- 
tended mainly by representatives of the 
Guardian Life and their wives, at which 
he was awarded the silken banner, given 
annually as a trophy by the company 
to the salesman attaining the highest 
record for the year. T. Louis Hansen, 
vice-president of the company, presided 
as toastmaster at the dinner. The speak- 
ers included James McLain, inspector of 
agencies; Herbert W. Bramley, president 
of the Rochester Chamber of Commerce, 
and Harry B. Crowley, former assembly- 
man. 


. 
Congress may soon have as one of 


its members from Minnesota a bona 
fide life insurance salesman. Fred A. 
Snyder of the New York Life agency 
there has announced himself a candi- 
date for the Republican nomination in 
the next primary election. He will seek 
the seat now held by Oscar E. Keller. 

While Mr. Snyder has never figured 
much in the public eye, he has been 
active in local politics as a campaign 
organizer and has a strong party fol- 
lowing. He is 43 years old, a gradute 
of the University of Minnesota and also 
took a post-graduate course at Harvard. 
He has studied law and been admitted to 
the bar. Mr. Snyder is an effective pub- 
lic speaker and has appeared before 
various local luncheon clubs. 

Life insurance men found much inter- 
est in the record of Sperry B. Pope of 
the Phoenix Mutual Life at Chicago, 
who recently closed a rather remarkable 
record in that for the last six years he 
has written an application a week con- 
tinuously. It is interesting in this con- 
nection to know that Mr. Pope started 
with the Phoenix Mutual when Jules 
Girardin, the veteran general agent, was 








SPERRY B. POPE 
Chicago Life Man With Six Years’ 
Consistent Record 


|manager of the Chicago office. Mr 
Girardin was formerly president of the 
| Chicago Life Underwriters Association 


;and recently rounded out 30 years ol 


service with the Phoenix Mutual. 


Dr. C. W. Simpson, medical director 
of the American Life Reinsurance of 
Dallas, was seridusly injured last week 
when he was struck by an automobile. 


Arthur P. Woodward, secretary of the 
ConnecticutsGeneral Life since 1912, has 
resigned to become a partner in the New 
York agency of Goulden, Cook & 
Gudeon. The firm name will be Goul- 
den, Woodward, Cook & Gudeon. 

L. J. Dougherty, secretary and gen- 
eral manager of the Guaranty Life of 
Davenport, made an address before St. 
Ambrose College of that city last week 
on the subject of life insurance. Mr 
Dougherty opened a series of lectures 
to be given by the college under_the 
auspices of the Commonwealth Club 
Mr. Dougherty was graduated from the 
commercial department of St. Ambrose 


F. M. Hubbell, chairman of the board 
of the Equitable Life of Iowa, lowa’s 
oldest life company, is very ill with 
pneumonia and not expected to live. 
The Equitable Life of lowa was orgat 
ized by Mr. Hubbell in 1867. Two sons 
F. C. Hubbell and F. W. Hubbell, are 
vice-presidents of the company. ™ 
Hubbell is a Des Moines pioneer and 
is Iowa’s richest man. 

J. F. Barr, vice-president and super- 
intendent of agents of the Kansas City 
Life, is making an_ extensive trip 
through the east, appointing agencies ™ 
several states which the company is ¢ 
tering. The Kansas City Life now ° 
erates in 39 states, including the new 
districts along the eastern coast which 
are being established by ! by Mr. Barr. 


Big Policy | Written 
on Life of “Roxy” 


A $2,000,000 life policy has been writ- 
oo on the life of S. L. Rothasel, know" 
“Roxy” to millions of radio owners 
The insurance is payable to Roxy The- 
ater Corporation, of which he is oe 
dent, for the protection of the stoc™ 
holders. The corporation is erecting 5 
magnificent $10,000,000 theatre at - 
and Seventh avenue in New York oy. 
The policy includes $1,500,000 five ve 
term and $500,000 ordinary life, -s 
latter having been issued some mot" 
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| LIFE AGENCY CHANGES | 














HAS KANSAS AND MISSOURI 
0. L. Holland Will Handle Develop- 
ment of Two States for North 
American National Life 





O. L. Holland, state manager of Mis- 
souri for the North American National 
Life of Omaha, has recently taken 
charge of Kansas also and both states 
will be under his supervision through 
his Kansas City office. Mr. Holland 
opened Missouri for the North American 
National last February and his agency 
in Missouri will write considerably more 
than $1,000,000 of business this year. 


superintendent for Kansas by Mr. Hol- 
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r the men, 
Club Mr. Holland has been associated with 
m the F. J. Uehling, president of the North 
brose American National, for several years, 
having been state manager of Missouri 
board tor the Commonwealth Life of Omaha 
owa’s ot which company Mr. Uehling was 
with then president. Mr. Holland was also 
live. the original organizer of the Commercial 
rgan- Life of Kansas City, but was only with 
sons, the Commercial Life during its organ- 
1, are ization period after which time he sold 
Mr his holdings to F. H. Uehling, who is 
r and now president of the company. 





ALFRED HOLZMAN RESIGNED 


uper- 








City 
trip Equitable Life of New York Manager 
jes in in Chicago Will Be Succeeded 
“ nat By P. B. Hobbs 
r 
new 
vhich Alfred Holzman, agency manager for 
the Equitable Life of New York in Chi- 
cago, in its Burnham Bldg. agency, has 
resigned effective Jan. 1. P. B. Hobbs, 
associate agency manager of the T. L. 
” Girault, Jr., agency of the Equitable, 
cy will become agency manager in Mr. 
tit: Holzman’s place. 
sou gt. Holzman will continue with the 
ners -quitable in Chicago as a personal pro- 
The- “ucer with offices at 122 So. Michigan 
oesi avenue. During the past year Mr. Holz- 
ek man produced about $750,000 of per- 
oy sonal business and desired to be relieved 
soth ot the care of operating a general 
City agency so as to be free to devote him- 
veaf self entirely to personal production. 
“ehe ‘ The Holzman Agency is situated in 
nths —_ Burnham building in Chicago. For 
‘ken ometime Mr. Holzman was an agent 





ot the Mutual Benefit in Chicago. Sev- 






ecti- . ¢ 
lers. - years ago Mr. Holzman was one of 
ork © principal organizers of the Life In- 





surance Field Men's Club of Chicago. 
1S Organization was established for 











C. F. Mead has been appointed field | 








The Goosenecks Are 
On the Job 


Those reputed weather prophets, the goosenecks, inter- 
pret the signs to foretell a hard winter. 


It will be a hard winter for the slipshod agent—the 
fellow who doesn’t care how his business is written, when 
his policies are delivered or how promptly his claims are 
paid. 


Times will continue to be good for the life insurance 
representative who is on his toes; who sells each policy for 
a definite purpose; who closes the whole transaction with 
dispatch and gives genuine service throughout the lifetime 
of the policy. 


Such wide-awake agents find real satisfaction in the 
up-to-the-minute service of the Lincoln National Life Home 


Office. 
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the purpose of creating an association 
for rate book men. At that time Mr. 
Holzman and others took the position 
that the Chicago Life Underwriters 
Association was not doing enough for 
producing agents. Accordingly, the new 
organization was formed and flourished 
for several years but was finally merged 
with the old association. He has built 
up a large agency. 


MACALLISTER GOES TO EAST 
Superintendent of Agents of Ohio Na- 
tional Life Takes New Jersey State 
Agency for Company 








W. F. Macallister, superintendent of 
agents of the Ohio National Life of Cin- 
cinnati, has retired from that position, 
which he has filled acceptably for sev- 
eral years, to take the state agency of 
the company for New Jersey with head- 
quarters in the Wiss building, Newark. 
Mr. Macallister is a thoroughly expe- 
rienced organizer and educator of sales- 
men and will no doubt put the Ohio 
National on the map in New Jersey. 

He received his training in the Cerf 
agency of the Mutual Benefit in New 
York city and is thus returning to his 
old stamping grounds. While at the 
home office of the Ohio National he 
made many friends and gave a good ac- 
count of himself generally. C. S. Hal- 
lorron, the present state manager for 
New Jersey, will continue in his present 
capacity and will be associated with 
Mr. Macallister. 

The duties of agency manager will be 
assumed by Troy W. Appleby, president, 
and E, E. Kirkpatrick, agency super- 
visor. 


SATTEM TAKES OMAHA FIELD 








Appointed Manager of the Mutual Life 
of New York, Moving From 
Milwaukee Office 





The Mutual Life of New York has 
appointed George A. Sattem, of Mil- 
waukee, as its manager in Omaha. Mr. 
Sattem will assume his duties on Jan. 1, 
succeeding Robert E. Spaulding who be- 
comes one of the company’s Chicago 
managers. The Omaha agency embraces 
88 counties in Nebraska and seven coun- 
ties in lowa. 

Mr. Sattem became connected with 
the company in March, 1912, as an agent 
in central Illinois. In 1916 he trans- 
acted business through the company’s 
agencies in Milwaukee, and in Spring- 
field, Ill. On Jan. 1, 1918, he became 
superintendent of agents in Springfield, 
Ill., and on Jan. 1, 1925, he moved to 
Milwaukee and served there in the same 
capacity. 

Mr. Sattem while acting as an agent 
qualified regularly for the company’s 
field clubs. He has shown an aptitude 
for field organization work, and has 
qualities essential in the management of 
an agency. 





E. N. Wright 


Everett N. Wright of Council Bluffs, 
Iowa, for more than 16 years associated 
‘with John G. Woodward & Co., has be- 
come associated with J. W. Beardsley, 
who for more than six years has been 
connected with the Mutual Benefit Life. 
The new firm will be known as the 
Beardsley-Wright Company, with offices 
in the Nonpareil Court building, Coun- 
cil Bluffs. The company will do a gen- 
eral insurance and loan business. Mr. 
Beardsley will have charge of the life 
insurance and Mr. Wright will have 
charge of the fire and ‘casualty business 
and loans. 





George T. Bryson 


‘George T. Bryson, district manager at 
Norfolk for the Sun Life of Canada, will 
be transferred to the Richmond office 
Jan. 1 and will travel out of that office 
aS a supervisor of agents throughout the 
Virginia field, Neil D, Sills, manager of 
the company for Virginia, announces. 


In this capacity he will give special 
attention to new agents, helping to train 
‘and develop them. Mr. Bryson him- 
self was trained at Richmond under the 
personal supervision of Manager Sills 
‘and in time became a first rate producer 
in the Richmond territory. He was 
‘transferred to Norfolk a year or so ago 
and made district manager there. While 
in Richmond he was active in affairs 
of the Richmond Association of Life 
Underwriters, serving as its secretary 
for a term. 





K. W. Snyder 


The John Hancock Mutual announces 
the appointment of Kenneth W. Snyder 
as its general agent for Kansas City, 
Mo., succeeding John H. Flora. Mr. 
Snyder is a graduate of Harvard and 
served as first lieutenant in the infantry 
during the world war. He represented 
the John Hancock for some years as 
special agent. Born in Kansas City in 
1891, he has always resided there. 


Charles R. Gantz 


Charles R. Gantz, general agent in 
Baltimore for the State Mutual Life, has 
resigned. Mr. Gantz has been very suc- 
cessful in Baltimore. A live and capable 
agency manager, he taught many young 
men in Baltimore real sales methods and 
true life insurance ethics. He is a past 
president of the Baltimore Life Under- 
writers’ Association. 


Landon & Ogelsby 


Boyd M. Ogelsby has been appointed 
general agent of the Provident Mutual 
Life in partnership with S. G. Landon 
at Harrisburg, Pa. This appointment 
was made at the request of Mr. Landon. 
Mr. Ogelsby has been connected with 
the Harrisburg agency for some time 
and has devoted a large part of his time 
to organization work. He is a member 
of the $250,000 club. The firm will now 
operate under the name of Landon & 
Ogelsby. 








T. H. Heneage 


Thomas H. Heneage of Chicago has 
become an agent of the Reliance Life 
of Pittsburgh. Mr. Heneage sold a suc- 
cessful retail clothing business of 14 
years’ standing to write life insurance. 

Mr. Heneage was born and raised in 
Chicago. He attended the University 
of Chicago and Dartmouth College. He 
was a captain in the army during the 
recent war. 





E. W. Smith 


The Lincoln National Life has opened 
an office at Spokane, Wash., in charge 
of E. W. Smith, veteran Spokane life in- 
surance man. Mr. Smith will have 
charge of all of eastern Washington be- 
yond the Columbia river, as general 
agent. The appointment was made by 
J. P. Fordyce of Seattle, state agent. 
Mr. Smith was formerly with the Pa- 
cific Mutual, but for six or seven years 
has represented the Central Life of Iowa, 
the last few years as general agent for 
the territory north of Spokane. 





Samuel McCurdy 


The New York Life has opened a 
new branch office in the Lincoln build- 
ing at Los Angeles, to be known as the 
Sunset branch, Samuel McCurdy has 
been appointed: director. 


Col. P. H. Weyrauch 


Col. Paul H. Weyrauch of Walla 
Walla has moved to Spokane, Wash., to 
become district manager for the Oregon 
Life in place of John H. Roberts, who 
remains with the company as special 
agent, but whose private affairs do not 
permit giving the necessary time to 
managerial duties. 

Colonel Weyrauch is one of the pic- 
turesaue figures of eastern Washingten. 
He organized and led the 146th field 
artillery and served in the A. E. F. in 
Germany. He is a_ former fruit 
rancher of the Walla Walla country. 
He served three years as president of 








the Walla Walla chamber of commerce 





and has been much in the public eye. 
He entered the life insurance business 
a few years ago as an agent of the 
New York Life and made an outstand- 
ing success. 





J: A. Hancox 


The Royal Union Life announces the 
appointment of John A. Hancox, Atlan- 
tic, lowa, as general agent for the same 
territory he recently covered as a rep- 
resentative of the Guardian Life. 


G. J. Sternsdorff 


The Medical Life of Waterloo, Ia., 
has appointed George J. Sternsdorff of 
Davenport as manager for eastern Iowa 
and western Illinois. Mr. Sternsdorff’s 
main office will be in the Putnam build- 
ing, Davenport, where he has made his 
home for the past 20 years. 

Mr. Sternsdorff was recently mid- 
western manager for the credit insur- 
ance department of the Southern Surety 
of Des Moines, and has also been con- 
nected with the Equitable Life of New 
York. 





A. H. Wells 


The International Life of St. Louis 
has appointed A. H. Wells as _ state 
manager for Indiana, with headquarters 
in Indianapolis. He will be in charge 
of the company’s branch office in that 
city. Mr. Wells has had many years of 
experience in both the agency and in- 
spection field, representing several 
prominent companies in such capacities 
during his career. ’, Harley, suc- 
ceeded by Mr. Wells, becomes super- 
visor of the home office division of the 
company. 





F. L. Keenan 


Frank L. Keenan has been named 
city manager for the International Life 
of St. Louis at Kansas City, Mo. He 
was agency secretarv for the American 
National of Galveston, Tex., in Kansas 
City prior to rejoining the International. 
For several years he was assistant as 





general agent for the International in 
Kansas City, his brother, Jack Keenan, 
being general agent. Some time ago | 
Jack Keenan moved to Denver, Colo., | 
for the International. 


R. C. Skinner 


The State Mutual Life has appointed 
Robert C. Skinner as general agent at 





Kansas City, Mo. 
former general agent, resigned to devote 
his entire time to his personal clientele. 

Mr. Skinner is the son of D. M. Skin- 
ner, who has been general agent for the 
Aetna Life in Kansas City for 25 years, 
For the past ten years Mr. Skinner has 
been associated with his father, assum- 
ing this connection immediately after 
his graduation from the University of 
Kansas. 





F. W. Gale 


F. W. Gale has been appointed asso- 
ciate manager of the California state 
agency of the Lincoln National Life. 
He has been cashier and agency organ- 
izer under State Agent H. E. Everett, 
to whom he now becomes associate. 





H. J. Livermore 


H. J. Livermore, formerly working 
under the San Diego office of the Minne- 
sota Mutual Life, has been appointed 
general agent at San Diego. Mr. Liver- 
more has lived in San Diego for the 
past several years and has established 
some very worth while connections 
there. 


Lewis Wilson and J. F. Quillin 


The Bank Savings Life of Topeka, 
Kan., announces the appointment of 
Lewis Wilson as supervisor of the 
southwest Kansas Agency with head- 
quarters at Hutchinson and J. F. Quil- 
lin of Texarkana, Ark., as general agent 
for Texarkana territory. Both of these 
men are experienced insurance men. 


Harold V. Taylor 


George M. Buck, Iowa agency super- 
intendent for the Central Life of Des 
Moines, announces the appointment of 
Harold V. Taylor as general agent for 
that company in Shenandoah, Iowa. 











Life Agency Notes 


S. C. Culbertson, agency manager for 
the American National of Galveston, has 
opened an office in the Iowa building, 
Des Moines. 

Cc. D. Warren of Lakewood, general 


|} agent for the Medical Life, has taken 


quarters in the Shapiro building at Clin- 
ton, Ill, and will establish an agency 
for the Medical Life there. 

Mrs. Katharine Hoover has been ap- 
pointed local agent for the Equitable 
Life of New York, at Sapulpa, Okla. She 
has been in Oklahoma City for a short 
time, attending the agency school of 
training. 
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CITY WAS WELL REPRESENTED | 





Cincinnati Delegation to Meeting of the 
Association of Life Insurance 
Presidents Attracted Interest 





One of the claims that Cincinnati 
makes is that it draws larger crowds 
to see its professional baseball team, the 
Cincinnati Reds, than any city, taking 
its population into account. 

Another claim is that it sends more 
men to the meeting“o& the Life Insur- 
ance Presidents Association than any 
city of its size, excepting Hartford. 

The Cincinnati representatives at 
New York last week were: John D. 
Sage, president; Geo. L. Williams, vice: 
president, and Jesse R. Clark, Jr., treas- 
urer, of the Union Central; W. J. Wil- 
liams, president, Chas. F. Williams and; 
Clyde P. Johnson, vice-presidents of the 
Western & Southern; Troy W. Ap- 
pleby, president Ohio National; Summer 
M. Cross, president Columbia Life, and 
Frank M. Peters, president Federal | 
Union. 

The five companies representing a 
total of $1,584,645,311 business in force, 
Cofistitute a fine group and represent a 
cross section of American life insurance. 
The largest, the Union Central, is a bil- 
lionaire company and its offices are to 
be found in almost every state of the 











Union. The Western & Southern, oper- 


ating in only eight states, is the fourth 
largest company writing industrial in- 
surance, and is many years the junior 
of the companies which surpass it. It 
is one of the fastest growing organiza- 
tions in the life insurance world. The 
other three companies, the Ohio Na- 
tional, the Columbia Life and the Fed- 
eral Union, are younger companies, but 
they are firmly established, are conserv- 
atively managed and are growing 4s 
rapidly as good business dictates. |. 

Cincinnati has just pride in its life 
companies. 





Berkshire Life Meeting 


About 50 representatives of _ the 
Greater New York agencies of the Berk- 
shire Life held a sales conference If 
New York City. At the banquet the 
speakers were President Fred 
Rhoades, Secretary R. H. Davenport 
and Vice-President John Barker. Peter 
M. Fraser, general agent of the Con- 
necticut Mutual, also spoke. 





Holds Pension Plan Unconstitutional 


Basing his opinion on the grounds that 
an old age pension would be unconst 
tutional in Massachusetts in that it pro 
vides for the expenditure of public funds 
for private purposes, Attorney Genera 
Benton declined to certify the proposé 
initiative petition for old age pensions 

The opinion not only disapproves 
the petition but declares that the ” 


William L. Scharles, 
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prepared by a majority of the special 
commission on old age pensions (ap- 
pointed by the last legislature) is also 
unconstitutional. 

Announcement was made that the 
matter will be taken to the supreme judi- 
cial court by the petitioners for a ruling 
on the decision of the attorney general. 


| 
| 


| 


|ing a reply that its records did not 


It will be the first case of the kind to | 


come before the court. 


Ohio National’s Michigan Meeting 


The Ohio National Life’s Life Pro- 
gram Club, an organization of Michi- 
gan representatives of the company, held 
a general conference and rally at 
Lansing, Mich., last week, featured by a 
yenison dinner provided by N. E. Glass- 
brook, state manager. Alden C. Palmer, 
director of field work for Insurance 
Research and Review, spoke at one ses- 
sion, and Robert Longwell, Toledo agent 
of the company, at another. About 75 
agents were in attendance. 
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CALL OFF REINSURANCE DEAL 





Merger of Union National and Federal 
Reserve Life, Once Formally 
Ratified, Rescinded 





Superintendent Baker of Kansas has 
been notified that the Union 
Life will rescind its reinsurance contract 
with the Federal Reserve Life of Kansas 
City, Kan. Both companies were organ- 
ized by the group headed by W. H. 


Gregory, president of the Federal Re- | 


serve. The Union National was organ- 
ized about two years ago and at the 
time of its reinsurance by the Federal 
Reserve it had approximately $2,000,000 
of insurance on its books. 
ment had approved the reinsurance con- 
tract and for some eight or ten months 
the merger of the companies has been 
an actual fact. 

The notice to the department did not 
show the reason for the rescinding of 
the reinsurance contract between the 
companies. The Union National will 
now be required to file an annual state- 
ment for 1924, pay the fees and the 
penalty of $500 assessed against com- 
panies which fail to file an annual state- 
ment. When the fees and penalties are 
paid, the department has advised the 
company that it will issue a certificate 
that will restore the company to Kansas 
business on its own account. 





Northwestern Mutual Christmas Party 


The annual Christmas party of the 
officers and clerks of Northwestern 
Mutual Life will be staged at the home 
office i Milwaukee the 


auditorium in 
afternoon of Dec. 23. More than 800 
employes of the company will attend, 
those present ranging from President W. 
D. Van Dyke down to the office boys. 
The annual appearance of the chorus of 
40 voices in Christmas carols, a Santa 
Claus and other holiday features will be 
on the bill. The Association of Clerks 
of the company is sponsor of the party. 


Missing Policyholder Legally Dead 

The Mutual Life has been ordered to 
pay Mrs. C. T. Tweeden, Fargo, N. D., 
$3,000, being the amount of insurance 
lor which she was named beneficiary 
by Clarence Tweeden, her son, who has 
been missing since September, 1918, and 
who was declared legally dead by the | 
courts. Clarence Tweeden disappeared 
7. the marine barracks at Alongapa, 








_ No Trace of Defaulting Agent 

No trace has so far been found of 
Allan Macdonald, formerly district | 
agent at Duluth of the Mutual Life of | 
New York, who left the city on Nov. 
12, leaving behind a trail of forgeries | 
and defalcations aggregating more than | 
$100,000 and for whose apprehension 
Warrants have been sworn out. He is 
estimated to have victimized two Duluth | 
anks to the extent of $50,000 through | 


| 


|The Minnesota supreme court so ruled 


‘ accident. 
‘had failed to pay premiums on the pol- 


National | 


The depart- | 





obtaining loans on forged life insurance 
policies and transfers. The fraud was 
discovered through one of the banks to 
which Macdonald had applied for a loan 
on a Mutual Life policy writing to the 
home office of the company and receiv- 


































Available on Request 








show such a policy had been issued. 





Honor Lewis at Fargo 


The members of the office staff of the | 
Mutual Life of New York at Fargo, 
N. D., were entertained at the home of 
Mr. and Mrs. J. H. Maurer in compli- 
ment to Mr. and Mrs. H. T. Lewis, who 
will leave soon for their new home in 
Minneapolis. Mr. Lewis, who has been 
manager of the Fargo office of the com- 
pany, has been transferred to Minne- 
apolis. 


Life Insurance 
As a Vocation 


is the title of an interesting booklet setting 
forth the advantages of selling life insur- 
ance and the opportunities offered by the 


The Connecticut Mutual 


Life Insurance Company 
Hartford 





Post-Dated Check Insufficient 


A post-dated check given to cover a 
life insurance premium is not always ° 
effective in keeping the policy in force. Connecticut 
when it handed down a decision a few 
days ago in favor of the Philadelphia 
Life in an action brought by the estate 
of Abraham Briggs, deceased. Briggs 
applied for a $2,000 policy July 15, 1923, 
and a month later he was killed in an 
The evidence showed that he 
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If you have made insurance your life work, 
let us help you make your life work a success 
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| its business in force. ........147% 
its premium income......... 133% 
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its reserves ................267% 

its surplus to policyholders. .17.5% 
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It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 
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Territory does make a difference You are a producer 
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Close cooperation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 
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COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 


Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Aute Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 























icy, his only offer in that direction being 
a post-dated check given before the ac- 
cident, which never had been cashed by 
the company and for which no receipt 
had been issued. 


Faker in Minnesota 


Commissioner Wells of Minnesota, 
has issued a warning against the opera- 
tions of one William Bennett, alias Wil- 
liam Scherer, who, it is charged, is sell- 
ing life insurance without authority in 
the state. 

According to the statement issued by 
Commissioner Wells, Bennett, or 
Scherer, represents himself as an agent 








of the National Life U. S. A. without 
authority from that company. He has 
been centering his efforts largely on 
school teachers and is said to have col- 
lected a considerable sum from them on 
premiums. 





Des Moines Convention Dates 


The following conventions have been 
announced for Des Moines in 1926: North- 
western Mutual, Iowa agents, Feb. 21-22; 
Iowa Farm Mortgage Bankers, June 3-4; 
Equitable of lowa, annual agency meet- 
ing, June 24-26; Iowa Fraternal Life 
Underwriters, Oct. 28-29; New York Life, 
lowa agency meeting, Dec. 3. 











IN THE SOUTH AND SOUTHWEST 
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UNION LIFE AGENTS’ MEETING 
Bankers Who Represent the Company 
Are Stimulating Business at 
Close of the Year 





J. B. Lee, cashier of the Farmers 
Bank & Trust Company of Magnolia, 
Ark., who is an agent of the Union Life 
of Rogers Ark., called a meeting of all 
the bankers of the southern part of 
Arkansas who represent the Union Life 
for Thursday evening of last week. Mr. 


‘Lee is deferring all the expenses of the 


meeting, including the cost of the ban- 
quet. There were some 50 bankers and 
their wives present. President J. W. 
Walkér and General. Manager Elmo E. 
Walker were present from the head 
office and made talks. President Walk- 
er’s talk was the feature of the evening. 
Mr. Lee worked up the meeting and 
issued the invitations. This meeting 
will likely be followed by others 
throughout the state, they being con- 
ducted by members of the Dream Valley 
Club. 

Lindsey Green, cashier of the Bank 
of Booneville and president of the 
Dream Valley Club, the agency organ- 
ization of the Union Life, started a 
campaign from Nov. 19 to Dec. 19 in 
honor of General Manager Elmo Walker, 
who is very popular with the agents. His 
birthday month campaign during De- 
cember was inaugurated last vear. 





Methodist Ministers Covered 


The Federal Union of Cincinnati 
closed a very interesting group case 
when it arranged to insure the clergy 
of the Kentucky conference, Methodist 
Episcopal Church South. At the con- 
ference meeting in September, a com- 
mission was appointed to agree on the 
details of the plan. On the first solicita- 
tion, 78 percent of the group replied. 
The members were offered additional 
insurance at the same rates, but with an 
examination. Including additions, the 
insurance amounted to 111 percent ot 
the group. 





Morris Plan in Oklahoma 


License has been granted to the Mor- 
ris Plan Insurance Society of New York 
to operate in Oklahoma. A Morris 
Plan bank has been opened in Tulsa, 
loans of which will be protected by the 
Morris Plan Insurance Society. 





State Life Officials in Texas 


Dr. Carleton McCulloch of Indian- 
apolis, medical director of the State 
Life, and Charles H. Beckett, actuary of 
the company, spent a few days in Texas 
last week. They were guests of Chap- 
man & Rinker, state agents for the com- 
pany. Dr. McCulloch declared newly- 
made oil millionaires of Texas are 
making good business for life insurance 
companies as a natural development of 


their understanding of life policies. 
These people are carrying a_ large 
amount of insurance, he said. He de- 


clared Texas offers a wonderful oppor- 
tunity for wide-awake insurance men and 
that the outlook for his compay’s busi- 
ness in Texas is bright. 








UNITED FIDELITY CONVENES 





Dallas Company Observes Fifth Anni- 
versary With Gathering of Agents 
at Home Office 





DALLAS, Dec. 10—The annual 
agency meeting of the United Fi- 
delity Life was held last week. The 


agents of the company from various sec- 
tions of the state were here for two days 
to attend the conference. In connection 
with the agency convention the company 
celebrated its fifth birthday. The first 
day the agents were guests of the com- 
pany at a luncheon which was followed 
by discussion of insurance problems, 
especially those confronting the agents. 
Addresses were made by D. Easley 
Waggoner, president of the company; 
W. H. Painter, secretary, and the medi- 
cal director and the assistant secretary. 
The agents joined in to make the occa- 
sion a kind of experience meeting where 
“insurance knots” were untied and plans 
laid for next year’s work. The annual 
banquet was held Friday night. Satur- 
day there was more discussion of prob- 
lems of the agents and affairs of the 
company. 

During the meeting it was announced 
the company has $24,000,000 insurance 
in force. The business this year showed 
a good increase over that of the preced- 
ing year and the outlook for business 
another year is very bright. From the 
company offices it was announced the 
feature of the business during the past 
18 months is that which was put on the 
books is staying on the books. 





Franklin Life’s Texas Meeting 


The annual meeting of the Texas 

agents of the Franklin Life was held at 
Fort Worth last week, with a heavy at- 
tendance. One feature was the attend- 
ance of 40 agents from the W. N. Dobbs 
agency of Fort Worth, all having sold 
enough life insurance to “make the con- 
vention.” 
_ Among the speakers for the conven- 
tion were Fred W. Potter, former super- 
intendent of insurance in Illinois; Max 
G. Kissick, field representative of the 
company, and Will Taylor, secretary, 
all from the home office in Springfield. 
A banquet closed the convention. 





Northwestern Life in Texas 


The Northwestern Life of Omaha has 
been licensed in Texas, with Arnold 
Betts of Houston as general agent. 


Group Policy for A. & P. 


The Travelers has written a_ group 
policy for the Atlantic & Pacific 1% 
Company covering more than 40,000 em 
ployes in its 13,000 stores. The insu 
ance is paid for by the company 3 
provides amounts ranging from $300 
$10,000, dependent upon service 4 
position. Arrangements have also been 
made under which employes may PY 
chase additional amounts, ranging {ro™ 
$500 to $5,000. 

It is estimated that the total volume 
of insurance under the combined P3* 
will come close to #*00,000,000. T oct 
surance was placed through the © e 
of C. R. Vose of Brooklyn. 
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WESTERN NATIONAL CHANGES 





New Officers Elected for Life Company 
in Process of Organization 
at Oakland, Cal. 





The Western National Life of Oak- 
land, Cal., which started to organize 
early this year, has announced a new 
board of directors and new officers. Sev- 
eral weeks ago Charles W. Helser, who 
was one of the principal factors in 
launching the new company, resigned, 
together with a number of directors. 
Since that time the remaining officers 
have been organizing a new board. 

Under the new regime E. C. Lyon, 
vice-president of the Oakland Mortgage 
& Finance Company and recently presi- 
dent of the Oakland Chamber of Com- 
merce, is president; F. F. Atkinson of 
Sacramento is vice-president; C. G. 
Johnson, state treasurer of California, is 
treasurer and Charles H. Rowe of Oak- 
land is medical director. James M. Mil- 
ler, at one time connected with life 
companies in Montana and Idaho, is 
secretary. 

The new board includes the officers 
and R. A. Belden, Santa Rosa, Cal.; 
W. E. Simpson, Porterville; George M. 
Bowles, Oakland; B. R. Aiken, Oakland; 
W. H. Weilbye, Oakland; John F. Mul- 
lins, Oakland; Fred D. Parr, San Fran- 
cisco; S. H. Thornton, Oakland. 





New Los Angeles Branch Office 


The New York Life has increased its 
agency representation in the southern 
California field by the establishment of 
what will be known as the Sunset branch 
office, with Sam McCurdy in charge as 
agency director. This is the _ third 
branch office of the company in Los 
Angeles, and Los Angeles county is the 
field assigned to it. ; 

Mr. McCurdy has been with the New 
York Life since 1916, when he entered 
its service as an agent. Feb. 1 last he 
was appointed agency organizer of the 
Los Angeles branch, in which position 
he was markedly successful. 

Last week a dinner was given to Mr. 
McCurdy by the members of his staff 
and their wives. W. H. Hulett presided 
as master of ceremonies. F. A. Wickett, 
inspector of agencies of the company’s 
Pacific department, was present and 
made a short talk, as did Clark Bell, 
agency director of the Los Angeles 
branch. 





Colorado Inheritance Taxes 


Inheritance taxes of $911,210.88 were 
collected on Colorado estates during the 
state’s fiscal year which ended Nov. 
30, it was announced in the report of 


Andrew _ H. Wood, inheritance tax 
commissioner, issued Dec. 1. 
Life underwriters in Colorado are 


much interested in this report, which 
shows the largest income to the state 
received from this source in any year 
since Colorado inaugurated the tax. 
The cost of collecting these taxes, the 
report shows, was only $23,722, or 2 2/3 
per cent of the taxes collected. The 
department during the fiscal year re- 
ceived reports on 3,643 estates, of which 
40 were taxed. An unusually large 
number of deaths of wealthy citizens, 
Principally in Denver, made the tax to- 
tal so high. 

rogretection of estates against the in- 
: Ss of the inheritance tax has be- 
ome a major activity among life un- 
derwriters of that state. 


First $3,000,000 Month 


aan Mutual Trust Life of Chicago 
vemb its first $3,000,000 month in No- 
= er. A contest was put on, the 
rg agreeing to give every man a 
poe for Christmas who produced a 
fer + amount of business and paid 
oh, ny Dec. 20. This turkey contest 
ved very successful. 


POLICY NOW DISCONTINUED 


United States Fidelity & Guaranty Will 
Withdraw Its Non-Cancellable Dis- 
ability Contract From Market 


President R. Howard Bland of the 
United States Fidelity & Guaranty an- 
nounces that it will discontinue its non- 
cancellable income disability policy as 
of Jan. 1. The policies now in force 
will be renewed of course, but no new 
business will be written on this plan. 
President Bland says that the reason for 
withdrawal of this particular policy is 
due not to any unfavorable experience, 
but to overhead expense in handling it 
occasioned by the special requirements 
of the insurance departments of certain 


| 
| 
| 











Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of lowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA Home Office: Des Moines 








Founded: 1867 




















The 
Policyholders’ 
Company 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the. Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


52.4% 








Once a Policy- 
holder—Always 
a Prospect. 
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MILWAUKEE, WISCONSIN 








W. D. Van Dyke, President 









































GS E OD Re--Geod A 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Francis L. Brown, Secretary, Rockford, Illinois 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 


a 


NOW OPEN 


Write to 


or to 
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You’ll Enjoy Representing 
a Company Offering — 


—the most attractive and liberal policies now 
available in the insurance field. 
— the safest protection at the lowest net cost. 


—protection in a rapidly growing company whose 
Persistency and Progress Record for 1924 was 
68.30%. 

—copyrighted contracts for the insured with ad- 
vantages not to be had from any other old line 
legal reserve company. 

—its policy holders a safety ratio of $2.78 in as- 
sets for every dotlur of policyholder’s liability. 

Because of the demand for our policies we are needing repre- 

sentatives. It will be to your interest to write for full par- 


ticulars regarding our liberal agents’ contracts. Address 
Louis A. Boli, Vice-President and Agency Director, Wichita, 


FATIONAL SAVING 


oi lies 


INSURANGE GOMPANY 


National Savings Bldg. Douglas at Emporia 
WICHITA 











| health. 








states as to posting premium reserve. 
He says that the necessity for comput- 
ing this reserve on a life insurance basis 
is a radical departure from the usual re- 
quirements concerning premium re- 
serves on other casualty and surety lines. 
Because of the additional expense en- 
tailed for the relatively small premium 
volume involved the company deems it 
advantageous to retire this contract. 


Wegner With the Commercial 

J. T. Wagner of Chicago has become 
manager of the western group disability 
division of the Commercial Casualty of 
Newark. He has had a long experience 
in writing group business. He first made 
a study of group life insurance and then 
branched out into group accident and 
Mr. Wagner was manager of 
the group department of the Equitable 
Life of New York in Chicago for some 
time. He has had a wide insurance ex- 
perience. He will have his headquarters 
in the Commercial Casualty branch of- 
fice in the Insurance Exchange, Chicago. 


Pacific Mutual Change 


Beginning Jan. 1, the Pacific Mutual 
commercial accident and health business 
in Cincinnati will be under the manage- 
ment of General Agent J. M. Gantz. 
Henry Griesheimer, who has been han- 
dling the commercial business in Cin- 
cinnati, will be with the Gantz agency 
and will take care of the business which 
he has built up. 


New Life & Casualty Manager 


DeWitt Talmadge Yates has been ap- | 


pointed district manager of the Peters- 


burg, Va., district of the Life & Casualty. | 


For the last two years he had been dis- 


| trict superintendent of the company in 


Richmond under Manager J. D. Peake. 


He went with the company soon after 
the close of the World War in which he 
served overseas with an American unit, 
He was first with the company for sey- 
eral years at Lynchburg as an agent and 
was then transferred to Richmond. In 
Petersburg he succeeds I. A. Davenport, 
resigned. 


Records by Travelers’ Agents 

Since Sept. 1 some very unusual rec- 
ords of large production in a single day 
have been made by various agents of the 
Travelers. Seven have made these rec- 
ords in accident and health insurance, 
one in life insurance and twe in group 
insurance. The records follow: 

John H. Sigler, Los Angeles, 117 acci- 
dent and health applications for $4,433.95, 

Hubert D. Broderic, Boston, 137 acci- 
dent and health applications for $1,567.47, 

Edward H. Perkins, Wayland, N. Y.,, 
60 accident and health applications for 
$781.50. 

Paul B. Sigler, Los Angeles, 77 acci- 
dentand health applications for $2,227.30, 

W. A. Zimmerman, Greenville, O., 145 
accident and health applications for 
$2,405.70. 

Glen C. Webb, Lima, O., 151 accident 
and health applications for $3,301. 

D. W. Hunter, Chicago, 244 accident 
and health applications for $1,952. 

Earl D. McKenzie, Minneapolis, four 
group cases—three life and one accident 
and sickness, 

W. C. A. Hammel, Greensboro, N. C, 
four group life applications. 

Spencer B. Apple, Baxter Springs, Kan, 
105 life applications for $118,000. 








Accident Notes 


The Home Assurance of South Bend, 
| Ind., has retired from Illinois. 

The Cincinnati office of the United 
| States National Life & Casualty has been 
removed from 23 Goodall Building to 
| 311 Hazen Building. It was necessary 
to obtain larger quarters for this ex- 
panding agency. L, C, Clarke is mana- 
ger. 








NEWS ABOUT 


| 
| 
| 
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LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,’’ Published Annually in May and April respectively. 


| 
Supplementing the ‘Unique Manual- 
| 


| 











LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 
































HOME LIFE OF NEW 





YORK 1926 DIVIDENDS 











The dividends announced by the 
Home Life of New York for the first 
three months of 1926, including an extra 
dividend which will amount to approxi- 
mately 10 percent of the amount dis- 


| tributed as regular dividends, for or- 
dinary life, 20-pay life and 20-year en- 
|dowment at all ages and for the first 
| ten dividends of each age of issue, are 
shown in the subjoined table: 


ORDINARY LIFE 





ist 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 

4.77 $4.85 $4.92 $5.01 $5.09 $5.19 $ 5.27 $5.35 $ 5.46 § 5.55 

4.78 487 495 5.04 5.12 5.20 5.31 5.40 5.51 5.61 

481 4.90 4.98 5.06 65.16 5.25 5.36 5.45 5.54 5.66 

4.83 4.93 ‘5.01 5.09 5.20 529 540 5.50 5.60 5.72 

485 493 65.04 5.12 6.24 533 543 5.55 5.66 5.7 

4.88 4.96 5.07 5.16 5.28 5.38 548 5.61 5.72 58 

4:90 4.99 5.10 5.20 5.30 542 553 5.64 5.78 5.9 

4.93 5.02 5.14 5.24 5.35 547 5.59 5.70 5.82 5.97 

4.96 5.06 5.18 528 540 5.51 5.65 5.77 (5.89 6.02 

4.99 5.09 5.20 6533 644 556 5.71 5.83 15.96 Gf 

5.02 6.13 5.24 6.38 5.50 5.62 5.75 5.88 6.04 6.18 

6.06 6.17 5.28 543 555 568 582 5.96 610 63 

5.09 65.20 533 546 561 5.74 5.88 6.03 6.18 6% 

ere 5.12 5.25 5.38 5.51 5.65 5.81 5.97 611 6.26 bf 

rete 5.16 5.29 5.43 556 5.71 586 601 617 6.33 5 

Raaese-s 5.20 5.34 5.48 5.62 65.78 5.93 609 6.26 6.43 SF 

ithemats 5.24 5.39 554 6569 585 601 618 635 6.53 6% 

a ae segn 5.29 5.44 5.60 5.76 5.92 609 627 643 6.61 BM 

icdeans 5.34 5.50 5.66 65.82 598 616 634 653 6.72 68% 

_eeee 5.37 6.53 5.70 588 606 6.24 643 663 683 RE 

Picasa 5.42 6.59 5.77 6.95 614 634 6.54 6.71 6.93 2 

ena ekhn 5.48 5.66 65.84 6.04 6.23 644 662 683 7.06 fi 

in neees 5.54 5.73 5.92 612 633 652 6.74 696 7.17 fe 

 ppehet 5.60 5.80 6.00 621 640 663 685 7.07 7.30 fe 

ieedenis 5.66 5.87 6.08 628 651 6.74 696 720 743 Be 

i ceaess 5.73 5.95 6.15 638 662 684 7.09 7.32 758 fo 

ins dann 5.81 6.04 625 649 6.72 697 7.20 746 771 fis 

ioscan 5.89 6.13 6.35 660 684 7.10 7.35 7.60 787 3 

chess 5.97 620 646 670 696 7.22 749 7.75 802 oe 

ree 6.06 6.30 657 682 7.08 7.36 7.63 7.90 819 Oe 

” eee 6.16 641 667 696 7.22 7.50 7.79 8.07 836 oy 

a 6.26 652 6.79 7.09 737 7.65 7.94 823 854 Qo, 

Ree 635 664 693 721 750 7.82 812 842 872 Oy 

a, atenes 646 6.77 7.07 737 767 797 828 859 890 gay 

_ eee 6.58 689 7.19 7.52 784 816 848 8.79 912 O 

RE 6.72 7.03 7.85 7.67 800 833 866 899 932 o¢ 

emehace 6.86 7.19 7.52 7.85 819 853 887 9.21 955 ois 

2 RON 7.01 7.35 7.70 802 837 872 9.08 943 977 ios 

Diccweses 716060 7.52 7.86 )0=— 8.220 8.58 8.950981 9.65 10-01 ney 

ibawians 731 «67:68 «68.06 «= 8.438878 9.:16 = 9.53 9.90 10.27 

a 7.49 7.88 826 863 9.02 941 9.77 10.15 10.53 i149 

Rebbe one 7.69 8.09 8.47 8.87 9.27 9.65 10.04 10.41 1000 ira 

ieetane 789 = 8.29 8.70 9.10 9.510 9.92 :10.30 10.70 TL ays 

_ Seapee 8.11 852 8.95 936 978 10.18 10.60 10.99 1h) i908 

i besarte 8.35 8.77 «= 9.20 9.64 10.06 10.47 10.89 11.29 Mas 
Sites 8.58 9.04 9.48 9.92 10.34 10.79 11.20 11.63 12.08 
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Age ist 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 
Te cance 8.85 9.31 9.76 10.23 10.67 11.10 11.55 11.96 12.35 kien 
C——— 9.14 9.61 10.08 10.54 10.99 11.46 11.89 12.31 ee 
ere 9.44 9.92 10.40 10.90 11.36 11.81 12.25 12.70 
BB. ccvces 9.79 ° eae - 11.72 Se ‘ ‘0% 
ae oto cone 12.09 nme 
TWENTY PAYMENT LIFE 
ee $5.13 $5.32 $ 5.52 $ 5.72 $5.94 $ 614 $ 6.37 $6.61 $ 6.84 $ 7.09 
Bos esces 5.15 5.34 5.55 5.76 5.95 6.18 6.41 6.64 6.89 7.13 
Waceseecs 5.18 5.37 5.58 5.79 5.99 6.22 6.46 6.69 6.95 7.20 
2 .20 5.40 5.61 5.83 6.04 6.27 6.50 6.75 6.99 7.26 
eee 5.22 5.43 5.65 5.85 6.08 6.32 6.55 6.81 7.06 7.34 
.. 5.25 5.46 5.68 5.89 6.12 6.37 6.60 6.87 7.12 7.39 
Biccccce 5.28 5.50 5.72 5.93 6.17 6.40 6.66 6.91 7.19 7.46 
Bhoccccce 5.31 5.53 5.76 5.97 6.22 6.45 6.72 6.98 7.24 7.54 
Biccccce 5.34 5.56 5.80 6.02 6.27 6.51 6.76 7.04 7.32 7.60 
TBscecoes 5.37 5.60 5.82 6.06 6.30 6.57 6.83 7.11 7.39 7.68 
Bo ccccwe 5.40 5.64 5.86 6.11 6.36 6.63 6.89 7.16 7.47 7.76 
ceed 5.43 5.67 .90 6.16 6.41 6.67 6.96 7.24 7.53 7.83 
te sccese 5.47 5.72 5.95 6.21 6.47 6.73 7.03 7.31 7.61 7.92 
| Saree 5.50 5.76 6.00 6.25 6.53 6.80 7.08 7.38 7.69 8.01 
Te ssesee 5.54 5.78 6.05 6.30 6.59 6.87 7.15 7.46 7.76 8.09 
C—O 5.58 5.83 6.10 6.36 6.63 6.94 7.23 7.54 7.86 8.19 
— 5.62 5.87 6.15 6.42 6.70 7.01 7.32 7.63 7.96 8.29 
Tcedoes 5.67 5.92 6.21 6.48 6.77 7.07 7.38 7.70 8.03 8.38 
Daevess 5.71 5.98 6.25 6.55 6.84 7.15 7.46 7.79 8.13 8.48 
Tescccces 5.76 6.03 6.31 6.62 6.92 7.23 7.56 7.89 8.24 8.58 
——————r 5.81 6.08 6.37 6.67 6.98 7.32 7.65 7.97 8.33 8.69 
Ticeesee 5.86 6.14 6.44 6.74 7.06 7.38 7.72 8.07 8.44 8.81 
39 5.92 6.21 6.51 6.82 7.14 7.48 7.82 8.18 8.56 8.92 
y 6.27 6.58 6.90 7.23 7.58 7.93 8.28 8.66 9.05 
6.34 6.66 6.99 7.33 7.66 8.02 8.39 8.78 9.16 
6.42 6.72 7.08 7.40 7.76 8.13 8.52 8.89 9.29 
6.47 6.80 7.15 7.50 7.87 8.25 8.62 9.02 9.41 
6.55 6.89 7.24 7.61 8.00 8.35 8.75 9.13 9.56 
6.64 6.99 7.35 7.72 8.08 8.48 8.88 9.28 9.70 
6.73 7.09 7.46 7.82 8.21 8.61 9.00 9.42 9.83 
6.82 7.19 7.55 7.94 8.34 8.72 9.14 9.55 9.99 
6.92 7.30 7.67 8.06 8.45 8.86 9.27 9.70 10.13 
7.03 7.40 7.79 8.19 8.59 9.01 9.42 9.84 10.30 
7.14 7.52 7.92 8.31 8.73 9.14 9.58 10.01 10.45 
7.24 7.64 8.06 8.46 8.86 9.30 9.72 10.18 10.62 
7.57 7.78 8.18 8.61 9.02 9.44 9.90 10.33 10.78 
7.51 7.93 8.33 8.75 9.19 9.62 10.05 10.52 10.97 
7.65 8.06 8.50 8.92 9.34 9.80 10.24 10.69 11.14 
7.80 8.22 8.64 9.09 9.53 9.97 10.43 10.89 11.34 
7.97 8.39 8.82 9.26 9.72 10.17 10.62 11.07 11.56 
8.12 8.58 9.02 9.46 9.91 10.38 10.83 11.29 11.76 
8.31 8.75 9.22 9.67 10.12 10.58 11.04 11.52 11.99 
8.51 8.96 9.41 9.87 10.35 10.81 11.28 11.74 12.21 
8.72 9.18 9.65 10.11 10.57 11.04 11.50 11.99 12.46 
8.92 9.41 9.90 10.36 10.82 11.30 e6e6 ape weds'e 
9.16 9.63 10.14 10.61 11.06 11.57 12.04 12.51 12.98 
9.41 9.87 10.42 10.90 11.36 11.86 oes ae oe 
9.66 10.12 “aes — wee 12.16 
9.93 10.38 ° es swe ees 
TWENTY YEAR ENDOWMENT 
Age ist 2nd 3rd 4th 5th 6th 7th 8th 9th 10th 
ene+ens $5.95 $6.36 $6.81 $ 7.26 $ 7.73 $ 8.22 $ 8.72 $ 9.25 $ 9.78 $10.36 
re 5.95 6.37 6.82 7.27 7.74 8.22 8.73 9.26 9.79 10.37 
Maccceve 5.96 6.38 6.83 7.28 7.75 8.24 8.74 9.27 9.80 10.38 
Bcescces 5.98 6.39 6.84 7.29 7.76 8.25 8.75 9.28 9.81 10.39 
MBccvcces 5.99 6.40 6.85 7.30 7.77 8.26 8.76 9.29 9.82 10.40 
22. 6.00 6.41 6.86 7.31 7.78 8.27 8.77 9.30 9.83 10.41 
eae 6.01 6.43 6.88 7.33 7.80 8.28 8.79 9.32 9.85 10.42 
Tecesess 6.02 6.44 6.89 7.34 7.80 8.30 8.80 9.33 9.86 10.44 
See 6.04 6.45 6.90 7.35 7.82 8.31 8.82 9.34 9.88 10.45 
bats+a< 6.05 6.46 6.92 7.37 7.83 8.32 8.83 9.36 9.89 10.46 
6.07 6.48 6.94 7.38 7.85 8.34 8.85 9.37 9.91 10.48 
6.09 6.50 6.95 7.40 7.87 8.35 8.86 9.39 9.92 10.50 
6.11 6.52 6.97 7.42 7.89 8.37 8.88 9.41 9.94 10.51 
6.12 6.54 6.99 7.44 7.91 8.39 8.90 9.43 9.96 10.53 
6.14 6.56 7.01 7.46 7.92 8.41 8.92 9.45 9.98 10.55 
.16 6.58 7.03 7.48 7.95 8.43 8.94 9.47 10.00 10.57 
6.18 6.60 7.05 7.50 7.97 8.46 8.96 9.49 10.02 10.59 
6.21 6.63 7.08 7.53 7.99 8.48 8.99 9.52 10.04 10.62 
6.24 6.65 7.11 7.56 8.02 8.51 9.02 9.54 10.07 10.64 
6.26 6.68 7.13 7.58 8.05 8.54 9.05 9.57 10.10 10.67 
6.30 6.71 7.17 7.62 8.09 8.57 9.08 9.61 10.14 10.71 
6.32 6.74 7.20 7.65 8.12 8.61 9.11 9.64 10.17 10.74 
6.36 6.78 7.22 7.69 8.16 8.65 9.15 9.68 10.21 10.78 
6.40 6.82 7.26 7.73 8.20 8.68 9.19 9.72 10.25 10.82 
6.44 6.86 7.30 7.77 8.24 8.73 9.24 9.76 10.29 10.86 
6.48 6.90 7.34 7.82 8.29 8.78 9.29 9.79 10.34 10.91 
6.53 6.95 7.39 7.87 8.34 8.83 9.32 9.85 10.39 10.96 
6.58 7.01 7.45 7.92 8.38 8.89 9.38 9.90 10.45 11.01 
6.64 7.07 7.51 7.97 8.44 8.93 9.44 9.97 10.51 11.05 
6.70 7.13 7.57 8.03 8.51 9.00 9.51 10.03 10.58 11.12 
6.76 7.20 7.64 8.10 8.58 9.07 9.58 10.10 10.64 11.18 
6.83 7.27 7.72 8.18 8.66 9.15 9.66 10.18 10.72 11.26 
6.91 7.35 7.80 8.26 8.74 9.23 9.74 10.26 10.80 11.34 
6.98 7.44 7.89 8.36 8.83 9.32 9.83 10.35 10.89 11.42 
7.07 7.53 7.99 8.45 8.93 9.43 9.93 10.45 10.96 11.52 
7.17 7.61 8.09 8.56 9.04 9.53 10.04 10.56 11.07 11.62 
7.28 7.73 8.21 8.68 9.16 9.65 10,16 16.65 11.19 11.73 
7.39 7.85 8.31 8.78 9.29 9.76 10.2 10.78 11.31 11.85 
7.52 7.98 8.44 8.92 9.40 9.90 10.40 10.92 11.44 11.98 
7.66 8.12 8.59 9.07 9.55 10.05 10.55 11.06 11.59 12.12 
7.81 8.28 8.75 9.23 9.72 10.21 10.71 11.23 11.75 12.28 
7.97 8.44 8.92 9.41 9.90 10.39 10.89 11.40 11.90 12.42 
13 8.63 9.09 9.60 10.09 10.58 11.06 11.57 12.08 12.60 
8.32 8.80 9.29 9.78 10.27 10.78 11.27 11.77 12.28 12.80 
8.51 8.98 cees oeee ees sene cess one 12.48 eee 
8.71 12.68 
8.91 sees 
9.11 — 
9.33 ecto 
Manhattan Life , of important and very helpful innova- 


Under a new regulation of the Man- 
hattan Life non-medical insurance, 
which is written up to $2,000, will only 


€ issued for full time agents who have | ,,y 


been with the company for at least one 
year and for those who have completed 
Me company’s sales correspondence 
course with an average grade of 85 per- 


cent and have been in its service three | 


months or more. 


Detroit Life 
Pry Detroit Life is issuing its new re- 
oe rate book, which is more compact 
an heretofore and contains a number 


| will continue 


tions. 
Aetna Life 
The Aetna Life has liberalized its sal- 
savings plan and announcement is 


expected as to the new rules in the near 
tuture. 


Central States Life 
The Central States Life of Missouri 
its 1925 dividend sched- 
ule in 1926. 


Dr. A. J. Robimson, who has worked 
with the Connecticut General Life for 


the past two years, has been elected its 
assistant medical director. 
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431 S. Dearborn Street 


MUTUAL LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL. 

$1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 


The highest grade of service to policyholders and 


representatives 





It Is the Last Word in 
SERVICE 











T. F. Barry, Founder Pose Barry Dietz, President 


The GLOBE weekly news mailed to you every week by 


request without charge. 


Home Offices: 
Phone Harrison 1998 
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OPPORTUNITY 


Continental Agents KNOW 


WHAT IT MEANS 


Continental Assurance Co. 


910 S. Michigan Ave. 
Chicago, IIl. 














Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


J. C. MAGINNIS 
J. BARRY MAHOOL, Vice-President 


President J. N. WARFIELD, Jr., SpspetareaSeeneures 
Dr, JH. IGLEHART, Medical or 

















through selling more insurance to more people. Top contracts available in choice 


National Life Association, - Des Moines, Iowa 


Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 


A National Life Contract offers the opportunity for increased earnings 
ry. 
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| NEWS OF LOCAL ASSOCIATIONS 








IOWA ASSOCIATION IS FORMED 


Delegates Meet in Des Moines to 
Organize State Body as Link 
with National Headquarters 


DES MOINES, Dee. 9—Following 
out recommendations made by the Na- 
tional Association of Life Underwriters 
at their annual convention in Kansas 
City, delegates from the local life un- 
derwriters’ associations of Des Maines, 
Davenport, Waterloo, Cedar Rapids, 
Fort Dodge and Mason City met here 
to organize an lowa State Association 
of Lite Underwriters. A, W. Van Hou- 
ten, Mutual Life, Davenport, was elected 
permanent chairman, and Vernon Blank, 
Bankers Life, Des Moines, was elected 
temporary secretary. 





The purpose of the new association, 


according to the tentative constitutional 
preamble, is to “promote cooperation be 
tween the National association, home 
office and local associations; to promote 
the life insurance interests of Lowa, and 
to protect the interests of policyholders.” 
The lowa association plans to accom- 
plish two things: establishment of a 





speakers’ bureau from which competent 
speakers can be sent to various lowa 
local associations at a minimum cost, 
and to promote better ethics in the 
business. 

Chairman Van Houten was author- 
ized to appoint a committee of two to 
work out and submit to the local asso- 
ciations a permanent constitution and 
bylaws, which after ratification by the 
local associations will be acted upon at 
the next meeting of the state association, 
not later than Feb, 15, 1926, at which 
time permanent officers will be chosen. 


ae 
FORM ILLINOIS ASSOCIATION 


Chester O. Fisher Was Elected Presi- 
dent of New State Organization 
at Meeting in Springfield 


Delegates from practically every life 
underwriters’ association in Illinois met 
in Springfield Dec, 5 and organized the 
IHinois Association of Lite Under- 
writers, Chester O. Fischer, general 
agent of the Massachusetts Mutual for 
central Illinois and president of the 
Peoria Life Underwriters Association, 
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111 West Washington Street 
Chicago 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
agents will find a real office home here, whether 
they want space in large or small units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 





Phone: Franklin 4850 




















was elected president of the new state 
association, in recognition of his efforts 
to get the organization under way. 

Vice-presidents are: B, F. McClelland, 
manager Continental Assurance and 
president of the Rockford association, 
and R, L. Handley, Mutual Life of New 
York, secretary of the Springfield asso- 
ciation, Clinton F, Criswell, managing 
director of the Chicago association, was 
made secretary-treasurer, 

While the organization will make a 
careful study of the legislative needs and 
possibilities in IMinois from the life 
underwriting standpoint, the main em- 
phasis of the state association for some 
time will be directed toward close co- 
operation with the insurance depart- 
ment, the organizing of new local as- 





CHESTER ©, FISHER 
President Ulineix Association 


sociations wherever possible, and helping 
the local i throughout the 
state to improve their meetings and to 
extend more practical helps to 
their members 

One of the first steps to be taken by 
the Illinois association will be an inter- 
change among member associations of 
methods and ideas that have been found 
successful in the operation of the various 
local bodies. It is planned to imvite 
some of the leading insurance speakers 
in the country to address regional group 
meetings of the smaller local associa 


wssociations 


sales 


tions 

Before adjourning it was voted to ac 
cept the invitation of the Peoria asso- 
ciation to hold the next meeting of the 
state association in Peoria, probably in 
April. 

Membership in the state association 
consists only ol local associations, 
which are entitled to be represented by 
not exceeding three delegates Dues 
will be $10 per vear for each member 
local association, except when special 
work requires more funds. Cities rep 
resented at the Springticld meeting 
were: Rockford, B F. McClelland; 
Springfield, R. L. Handlev, DeWitt H. 
Montgomery: OQuiney, R. B. McKnight; 
Decatur, E. M. Spence: Peoria, Dan S 
Anderson, Chester QO. Fischer; Chicago, 
Clinton F, Criswell 

* * & 


PROGRAMS FOR WHOLE YEAR 


Topeka Association Announces Topics 
for All Meetings Up to 
Summer Vacation 


TOPEKA, KAN,, Dec. 10.—A new 
plan of handling the programs of the 
Topeka Association of Lite Underwrit 
ers Was announced last week. The com 
mittees in charge have developed a pro 
gram running until the beginning ot the 
summer vacation that will enable men 
of special experience along certain lines 
to lead in discussions on special subjects 
At each meeting the members will be 
invited to ask questions and to discuss 
their experiences as brought out by the 
leader. It is believed that the plan will 
cover most of the important phases of 
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the life insurance business during thy 
remainder of the year and should be 
very helpful to the newer members and 
of considerable value to the older mey 
in the business. 

The following shows the program for 
the entire year: 

Dec, 5—"Finding Prospects,” J. Z. Arm. 
strong, Aetna Life. 

Dec, 12—“Does Cold Canvass Pay” 
Harry K. Stewart, Aetna Life 

Dec, 19—"Preparing the Interview,” ¢ 
L. Grege, Fidelity Mutual, 

Dec, 26—Luncheon, no program, 

Jan, 2—"“The Selling Interview,” W. H 
Luellen, Peorla Life. 

Jan. ¥9—"“How and When to Close 
Russell Grimes, Fidelity Mutual 

Jan, 16—Thrift Week. “Life Insurance 
as an Investment,” “Trust Estates,” by 
speakers outside the association 

Jan, 23.—Business meeting. 

Jan, 30—"“Educational Insurance: 
Frank Parker, New England Mutual 

Feb, 6—"Life Income,” E. D. Clitheroe 
Home Life. 

Feb, 13—‘Soliciting in Rural Terri 
tory,” Dale H. Carmean, Valley Falls 
Kan., New York Life. 

Feb, 20—"“Insuring the Young Man,’ 
Max Dooley, Aetna Life. 

Feb. 27-——-“Business Insurance, $10,000 
or Less,” J. E. Spalding, Penn Mutual 

March 6—‘“Services to Clients.” KE. A 
Tirrill, National Life of Vermont 

March 13 “Ethics and Agency 
Loyalty,” O. J. Fisher, Union Central 
Life 

March 20 
gram, 

March 27—"Systematizing Your Work 
RK. B, Branham, Aetna Life. 

April 3—"Estate Shrinkage,” I. A 
Miller, Equitable Life of New York 





Business meeting, no pro- 


April 10—"Life Values,” S. W. Adams 
Aetna 

April 17—Business meeting 

April 24—Twelve-hour party 


* » * 

Lincoln, Neb.—-A. R. Edmiston, general 
agent for the Union Central Life, was 
elected president of the Lincoln associa 
tion at its annual meeting Other offi 
cers are N. H. Gardner, vice-president 
\. B. Beach, secretary-treasurer, and C 
B. Dobbs, L. B, Temple and Georg: 
Davies, members of executive committer 
A round table discussion of future plans 


} and policies consumed most of the meet 


ing tire The association is seeking t 
link up all of the life men of Lincol 
with its work, and plans for interesting 
them and showing the value of the asso 
ciation were laid Fred C. Williams of 
the New England Mutual acted as pres 


|} dent during the past year and has been 


highly complimented for the character 
of his work 
a @ @ 

Okinhoma At its meeting Dec. 13 
Oklahoma City, the Oklahoma associa 
tion will hear Lawrence A. Williams of 
Kansas City Mr. Williams has made a 
record in life underwriting in the short 


time he has been In the business He ts 


| represented on the 


with the Northwestern Mutual in Kan 
sas City Before entering the insurance 
field he was an advertising man con 
nected with the “Farmer-Stockman” of 
Oklahoma City, 

* + * 

Richmond, Va.—-The executive com 
mittee of the Richmond association 
checking over the list of all agents 
licensed to write life insurance here with 
a view of weeding out any that may be 
part-timers, The practice is to take the 
matter up with general agents employ- 
ing agents of this class and to request 
that they dispense with their services 
Heretofore the general agents have ce 
operated with the committec to the 
fullest extent 

The committee is also giving attention 
to complaints in regard to the Mutual 
Benefit Fund Association of Richmond 
organized recently for the purpose @ 
writing life insurance only on the lives 
of Masons This concern is offering 4@ 
commission of 25 percent of the innual 
premium on each approved application 
turned in by Masons, including thelr 
own Commissioner Button recently 
made an informal ruling that the com 
cern was within its legal rights The 
committee is hopeful, however, that I 
will be able to convince him that the 
plan is practically equivalent to rebat 
ing and should be barred 

» * * 

Cleveland, 0.—The Cleveland 

tion has had a particularly active 


associa 


month 


5 
It has arranged for sales talks at ! 
Cleveland life agencies, and has been 

program of these 


agency meetings. It has held eight com- 
mittee luncheons with full attendance 
It is in the midst of a membership cam 
paign designed to increase its member 
ship from 45@ to 600 members by Christ 
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mas. Two well attended meetings of 
the general agents and managers have 
been held, and one general meeting of 
the association at which Harry C. Mec- 
Namer of Chicago made a splendid sales 
talk. Two luncheon conferences have 
been held of officials of the association 
and trust officers.of the six largest banks 
in Cleveland, looking toward accelerated 
cooperation between the two groups in 
the promotion of insurance trusts. 

The activities of the association will 
culminate in a party at the Statler Hotel 
the evening of Dec, 10, when members 
will bring their wives and sweethearts 
for an evening of pleasure unbroken by 
business of any nature. 

* * * 

Spokane, Wash.—A night school class 
which meets every Monday evening is 
being conducted under the auspices of 
the Spokane association. The course of 
study as outlined by Dr. Charles J. Rock- 
well at Pittsburgh University is being 
followed under the leadership of differ- 
ent members of the association. About 
20 have enrolled so far and much en- 
thusiasm is being expressed. 

* * 

Philadeiphia—At a special meeting of 
the Philadelphia association the consti- 
tution and by-laws underwent radical 
changes. The entire membership of the 
association that attended the meeting 
voted in favor of the changes. The out- 
standing features are a provision for 
incorporation of the association and the 
substitution of a board of directors for 
all 


the previous executive committee, 
directors being elected by the members 
for a definite period, An Increase in 


dues is provided which will make possi- 
ble an extension of the activities of the 
association and the employment of a 
paid secretary. 

The new by-laws become effective as 
of Dec, 10, with the exception of sec- 
tions referring to how officers and direc- 
tors shall be nominated and _ elected, 
which do not become effective until April 
1, 1926. Present officers, the executive 
committee and the national committee- 
men will retain their respective offices 
until their successors are elected In ac- 
cordance with these articles. 

The Philadelphia association, at its bi- 
monthly meeting, Thursday evening, had 
as the chief speaker J. C. McNamara of 
New York City, general agent for the 
Guardian Life, on “The Miracle of Life 
Insurance.” 

* * * 

Colorade—"Sell your services; don't 
peddle policies as cheese is sold in a 
grocery store,” was the advice of James 
Elton Bragg, vice-president of the Man- 
hattan Life, to members of the Colorado 
Association of Life Underwriters meet- 
ing in Denver last week. In his ad- 
dresses here, Mr. Bragg voiced his con- 
victions that life insurance today must 
be made to fit the specific case, needs 
and problems of the individual. To un- 
derwriters and policyholders alike, he 
preached the gospel of the definite in- 
surance program, whether that program 
be designed to cover the case of the small 
job holder or the multi-millionaire, 

“Don't confuse mere selling tricks with 


the actual job of underwriting. Sales 
tricks are all right to arouse a man's 
interest, to make him realize that he 
has a need. But once he sees his need, 
he'll sell himself the insurance. Your 
job then is to help him cover those 
needs in the most complete, intelligent, 


efficient manner possible in view of his 
financial ability to pay,” the speaker de- 
clared, 

* * * 

Chicago—The Chicago association will 
hold its next meeting Dec. 17. Ernest W. 
Owen of Detroit, manager of the Sun 
Life, will be the speaker, his subject 





LIFE INSURANCE EDITION 


will preside, The affair will have the 
nature of a Christmas program. 
* 

Detroit—Frank L. Jones of Indianapo- 
lis, president of the National Association 
of Life Underwriters, and Winslow Rus- 
sell, vice-president of the Phoenix Mu- 
tual Life, were the principal speakers at 


a luncheon of the Detroit association 
Saturday. They were also among the 
speakers at a banquet given by the 


Union Trust Company in the evening in 
opening its third annual scholarship con- 
test for the writers of the best essays 
on “The Advantages of Life Insurance.” 
Five $1,000 scholarships to enable the 
winners to attend any college or uni- 
versity in this country will be awarded, 
* * * 

Little Rock, Ark.—The organization of 
a local underwriters association § for 
Little Rock was decided upon at a meet- 
ing of the General Agents’ & Managers’ 


Association of Little Rock. George B. 
VanArsdall, national instructor for the 
Squitable Life of New York, spoke. A 
meeting to organize the underwriters 
association will be held Dee, 14, 

* * * 


Hartford—The first annual meeting of 
the Hartford association was held Dec. 8. 
The speaker was Daniel J. Bloxham, as- 
sistant superintendent of agencies of the 
Travelers, There are 144 members in the 
association, 

General agents of the Pheentx Mutual 
Life are in session at the company's 
home office in Hartford discussing among 
other matters publicity, selling and busi- 
ness developments problems. 





COMMITTEE REPORT 
ON MORTALITY TABLE 


(CONTINUED FROM PAGE 1) 


the American Experience table. Facts. 
other than the comparative merits of the 
American Men and American Experience 
tables of mortality must be considered 


Laws Must Be Amended 


It is clear from the arguments brought 
out at the hearings, that before any al- 
ternative minimum standard of valua- 
tion could be adopted, it would be neces- 
sary to amend some of the laws of many 
of the states which have been built up 
around the American Experience table. 

if companies were to charge premium 
rates less than the net premiums ac- 
cording to the present valuation stand- 
ards, without being required to set up 
deficiency reserves in those states which 
now require such deficiency reserves and 
without being required to change pres- 
ent surrender values, a single change in 
the laws of such states would meet the 
situation. 

Doubt ax to Table 


further reports that 
to exist with respect 
to the suitability of the American Men 
Ultimate mortality table as a valuation 
standard and accordingly it is suggested 
that the committee be continued so that 
it may circularize each of the life insur- 
ance companies located in the United 
States with a view to obtaining the ratio 


Your committee 
some doubt seems 
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of actual mortality, experienced by each 
of such companies to the mortality ex- 
pected by the American Men Ultimate 
mortality table, for the ten years be- 
ginning Jan. 1, 1915, and ending Dec. 31, 


1924, 
Interest was found in the recom- 
mendation of a committee of the Ac- 


tuarial Society of America, which was 
presented to the special committee in 
executive session that the laws of the 
several states be amended to the effect 
that a deficiency reserve be charged only 
if the premium is less than the American 
Men mortality table. 


Arguments Before Committee 


Arguments pro and con were hashed 
and rehashed at the hearing before the 
committee of the Insurance Commis- 
sioners Convention which is considering 
the proposition that the American Men 
mortality table be adopted as a _ per- 
missive standard of valuation through- 
out the United States, but probably the 
most important point that was made 
before the hearing in Chicago is that 
there is little use to go ahead with this 
agitation at present in view of the fact 
that there is a determined opposition to 
the movement on the part of the 
younger companies and the legal reserve 
fraternals. Thus, it becomes a political 
question rather than one of life insur- 
ance policy. This opposition, it is felt 
by some, effectually biocks the way to 








nothing. 





being “Making of Yourself What You 
Want to Be.” Mr. Owen is chairman of 
the international council of the National 
Association of Life Underwriters, dealing 
with the Canadian Life Underwriters As- 


sociation. He is one of the most suc- 
cessful agency men of the country. 
* * * 

Lansing, Mich—The Lansing associa- 
tion heard an address by Alden C. 
Palmer, field director for Insurance Re- 
Search & Review, at its meeting this 
Week, 


. The speaker talked on “The Pro- 
sraming of Life and Field Work.” 
* * * 

Des Moines—The regular December 
aneting of the Des Moines association 
aga evening will be in charge of 
¥ ; Underwriters Review.” Alexander 
= Patterson, manager of the A. E. Pat- 
— agency of the Equitable of New 
oe in Chicago, will be the speaker. 
parry C. McDevitt, president of the 
po oe. will be at the home office 
poe t henix Mutual on that date, Ber- 
Life Nowack of the Connecticut Mutual 

*, Vice-president of the association, 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


S. D., W. Va., Wyo. 


of CHICAGO, ILL. 


B. R. NUESKE, President 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 


for 
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any movement to have the permissive lenpesed politically by the American Life 


standard adopted in all of the States. 
“It was stated in one insurance jour- 
nal last week,” said one of the insurance 
men at the hearing, “that a company, 
unnamed, expected to lower its rate at 
the younger ages below the net pre- 
mium, according to the American Ex- 
perience table. A cut in the rate of 
15 percent was promised. This gave 
rise to the question of what would be 
the position of the younger nonpartici- 
pating companies if the big eastern non- 
participating giants should see fit to cut 
under the mortality table and their rates 
at the younger ages. Would they not 
be in a worse position than if the Ameri- 
can Men table, were made permissive 
and they were thus enabled to operate 
insurance at the rate that the big non- 


>” 


par companies now seem to desire? 
Reserve Requirements Steep 


To this it was replied that the western 
companies did not fear any such move 
on the part of any company. They said 
that the present deficiency reserve re- 
quirements are so steep that there is no 
company that could long continue to cut 
under the mortality table and put up 
deficiency reserve. It has been esti- 
mated that this reserve requirement runs 
20 times the amount cut. In other 
words, if the premium is cut $1 every 
time $1,000 of insurance is sold on that 
basis, a deficiency reserve of $20 must 
be put up. A cut of 15 percent at lower 
ages would mean better than $2.50 cut 
per thousand or $50 per thousand of 
deficiency reserve. 

Grady H. Hipp of the New York de- 
partment then suggested that it might 
be possible to maintain the present rate 
of valuation but not require any de- 
ficiency reserve unless the rates were 
cut below the American Men table. 
While this would make it much easier, 


the thought was then expressed from” 


the floor that very few companies 
would care to write business on cut 
rates with the present reserves. 


Attitude of Fraternals 
The attitude of the fraternal com- 


panies was expressed by R. D. Taylor, | 


a consulting actuary from Cedar Rapids, 
Ia., who said that a fraternal which was 
now on a legal reserve basis had gone 
through a long struggle to arrive at 
that position and had been sold on the 
American Experience table. He felt 
that if the old line companies should 
adopt the American Men standard of 
valuation the fraternal companies would 
be forced to retract their position and 
fall back on the old American Fraternal 
Congress table which was used by some 
of them with rather disastrous results. 

It was said further that some of the 
fraternals that applied the American 
Men table to their experience have 
spent that they had over 100 percent 
oss. 


Profit on Younger Ages 


“Fraternals,” he said, “are in a posi- 
tion of being forced to carry a lot of 
business on old members. The Ameri- 
can Experience table enables them to 
make a profit at the younger ages which 
helps them to do this. The American 


Men table which they would be forced | 
to adopt by competition if the old line | 


companies should take it on would take 
from them this saving which is so im- 
portant to their existence.” 

Thomas W. Blackburn, who had just 
previously presented his opposition te 
the proposal and stated that it would be 





Universal Life Insurance Company 


Convention, followed Mr. Taylor and 
| said that this was just additional evi- 
| dence that it would be impossible to 
force the adoption of the permissive 
standards throughout the states. 


Some Favored the Change 


A number of actuaries present spoke 
for or against the motion. Some of those 
who favored the change were C. ; 
Shepherd, actuary of the Missouri State 
Life, and John M. Laird of the Con- 
necticut General. 

Mr. Shepherd said that his company 

was already putting up a deficiency re- 
serve and would like to be relieved of 
that by the adoption of the permissive 
standard. He said that the Illinois 
standard companies will feel more and 
more the embarrassment of the defi- 
ciency reserve. He said as long as there 
is a tendency to lower cost in life in- 
surance it cannot be controlled by try- 
ing to maintain an out of date table. 
He did say, however, that the companies 
had not yet had time to get at the bot- 
tom of the thing. More compilations 
anid actuarial researches are needed 
|along the lines as conducted by Mr. 
| Cammack of the Aetna Life. He said 
| he would like to see the experience of 
some of the companies applied to the 
American Men mortality table on a 4 
| percent. basis. 


| Allison Gave Views 


Some of those opposing the change 
were S. E. Allison, actuary of the Pan- 
American Life, who made the point that 
companies operating in a restricted lo- 
cality would be legislated out of busi- 
ness by this if their locality happened 
to be one where the experience was not 
| good. He also pointed out that the non- 

participating companies were not now 
;at a disadvantage because of the fact 
that they offer a guaranteed rate and 
that this is a good selling point, in view 
| of the fact that it is not at all certain 
| that the mutual companies will be able 
|to maintain their present rate of divi- 
| dends. 


Bert J. Stookey’s Views 


| Bert J. Stookey of the Illinois Life 
|}among other things pointed out that 
| the lapse rate is very high in rural terri- 
tory and this business is very expensive 
|in the early years. He also emphasized 
, the point that the lapse ratio on the 
younger ages is 50 percent higher than 
at the older ages. He said if the amount 
that each company is out of pocket for 
its first year’s business were translated 
into a percentage of the second year’s 
business, it would find that the cost per 
thousand is much greater at the lower 
ages on this account and that, therefore, 
a little extra profit from these ages is 
not to be overlooked. 

Frank J. Owen, actuary of the Berk- 
shire Life, was very strong in his de- 
nunciation of the proposal. He said: 
“The adoption of the American Men 
table means destructive competition. It 
means the beginning of a rate war. 
Many companies will be compelled by 
law to do business at the younger ages 
on a restricted basis or meet a competi- 
tion they can ill afford to combat. 


Will Create Chaos 


“The attempted introduction of the 
American Men table into the laws of 
the different states will undo all that 
the law-makers have been working to- 
ward and have gained in the last 20 
years—a standardization of insurance 











laws. It will make for chaos in the 
insurance world for the next generation. 

“It is a mooted question whether the 
American Men table is a safe yard- 
stick. 
express expert opinion have declared, 
not against the technical accuracy of the 
table or that it might be made a char- 


Men who have all qualified to | 


headquarters. Walter E. Webb, vice. 
president of the National Life, U. S. A, 
and secretary of the committee, was in 
charge and rendered yeoman service in 
looking after the details. He provided 
the commissioners and representatives 
of their departments with tickets to the 


Apollo theater for Thursday evening and 


acter to measure the experience of the | 


individual company, but have declared 
that its leeway of safety is not adequate 


if it is to be used under the law as a | 


” 


basis of valuation. 
Buttolph Analyzes Proposal 


Henry W. Buttolph, actuary of the | 


American Central Life, took the five 
reasons given in favor of the proposal 
by Mr. Corcoran of the Connecticut de- 
partment in his first paper on the sub- 
ject and stated his opposition to each. 
He said that the only one which he felt 
had any merit was the one which stated 
that the companies are charging more 
at the younger ages than is absolutely 
necessary, according to experience. 
However, he did not think this of ma- 
terial importance. 

The committee consists of W. M. 
Corcoran, actuary of the Connecticut 


department, chairman; Grady H. Hipp, | 


actuary, New York department; John 
J. Williams, actuary, Illinois depart- 
ment; J. D. Craig, actuary of the Metro- 
politan Life, representing the Actuarial 
Society, and George Graham of the Cen- 
tral States Life, representing the Ameri- 
can Institute of Actuaries. 


COMMISSIONERS|MEET 
IN CHICAGO THIS WEEK 


(CONTINUED FROM PAGE 1) 

to the agitation of a change in mor- 
tality table. 
gation, especially 
southern companies. 
had a strong delegation out. The Mu- 
tual Life Underwriters Association, con- 
sisting of assessment companies, had a 
committee headed by N. O. Tiffany of 
the Masonic Life of Buffalo and F. A. 
Draper of the National Life of Iowa. 
There were few life company officials 
from the east. Casualty officials did not 
appear on the scene to any great extent, 
although Jesse S. Phillips, general man- 
ager of the National Bureau of Casualty 
& Surety Underwriters, was on hand, as 
was Vice-President William BroSmith of 
the Travelers. 


from western and 


Many Former Commissioners Present 


Representing the National Board of 
Fire Underwriters were General Man- 
ager W. E. Mallalieu and President 
George G. Bulkley of the Springfield 
Fire & Marine. The National Associa- 
tion of Insurance Agents had its dele- 
gation de luxe ready for any fray. There 
was a large delegation of former insur- 
ance commissioners present, among them 
being A. W. Briscoe of Alabama, Bruce 
Bullion of Little Rock, John A. Hartigan 
of St. Paul, James V. Barry of New 
York City, Jesse S. Phillips of New 
York City, Thomas J. Houston of Chi- 
cago, Clarence W. Hobbs of New York 
City, A .C. Savage of Des Moines, B. 
W. Gearheart, Columbus, O.; C. F. 
Thomas, Louisville; F. H. Ellsworth, 
Lansing, Mich.; H. L. Ekern, Madison, 
Wis.; W. A. Fricke, Milwaukee; F. L. 
Travis, Kansas City, Kan.; C. W. Barnes, 
Kansas City, Kan.; W. K. Chorn, Kan- 
sas City, Mo. 

The Illinois companies had official 


M. A. NATION, Pres. 


Dubuque, Iowa 


WE WANT GOOD MEN 


The fraternals also | ing, little action was taken at the meet- 


banquet tickets for Wednesday evening. 
James W. Stevens, second vice-president 
of the Illinois Life, was also at the head- 
quarters making himself useful. 


Plan for Committee Meetings 
A meeting of the fire insurance com. 


mittee was called for Tuesday afternoon, 
but it petered out. President Kendall 


| announced that the regular sessions oj 





This brought a large dele- | 


the convention would be held in the 
mornings and committee meetings in the 
afternoons, except on Thursday, when 


| committee meetings would be held in 


the morning and the final session in the 
afternoon. Col. Joseph Button of Rich- 
mond, Va., secretary of the convention 
was on hand in all his glory. There are 
but few of the old-timers left, Colonel 
Button, T. M. Henry of Mississippi and 
S. W. McCulloch of Pennsylvania being 
in the veteran class. There was quite 
a representation of mutual fire and mv- 
tual casualty companies, there being 
meetings of the executive committees oi 
of the organizations of mutuals being 
held during the week. 

Clifford Ireland, director of trade and 
commerce of Illinois, was_ the official 
host. His private secretary, Mrs. Knudt- 
son, was in charge at the registration 
desk. W. Rufus Kendall, chief examiner 
of the Illinois department, and other rep- 
resentatives were present at the meeting. 
Insurance Superintendent Alex J. John- 
son of Illinois was present at the open- 
ing session. 

Executive Committee Meeting 


Besides deciding on the place of meet- 


ing of the executive committee. 
Commissioner H. P. Dunham, of Con- 

necticut, said that it was felt by many 

of the companies that it would be great 


| advantage to them and to the state de- 





partments as well if uniform laws and 
forms could be established on licenses. 
He then introduced James McKinney, 
of the Aetna Life affiliated companies, 
who has charge of handling the licenses 
in the agency_department of that group 
of companies. Mr. McKinney is chatt- 
man of a committee of Connecticut com- 
panies that has been working on this 
problem. He presented a very carefully 
worked out exhibit showing the forms 
in use in all of the states and then pre- 
sented the recommendations of his 
committee. ; 

A number of the members of the com- 
mittee examined the forms and motion 
was passed requesting that samples 0! 
the recommended forms be sent to all 
members of the Convention and_ the 
matter left to the executive committee 
to consider further after the members 
have had a chance to become acquainted 
with the suggestions. _ 

Considerable interest was exhibited i" 
this matter. Thanks to Mr. McKinney 
for the very evident hard work and care 
ful researches of his committee was ! 
cluded in the passing of the motion. 

Commissioner A. S. Caldwell, of Te 
nessee, chairman of the unauthorized 
surance committee, called his committee 
together late in the afternoon Tuesday: 

The resolution introduced by Com 
missioner W. Stanley Smith, of Wisco” 
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sin, at the San Antonio gathering to the 
effect that congress should be asked to 
ass a law prohibiting the use of the 
mails to solicit fraudulent or unauthor- 
ized insurance was considered. The 
committee decided to decline to make 
recommendation on this measure for the 
reason that the proposed bill, if enacted 
into law, in its present form would prob- 
ably be invalid. 
Difference of Opinion Seen 


A number of the members of the 
committee believe that it would be a 
fine thing if Congress would pass a law 
prohibiting unauthorized insurance. 
Others, however, did not feel that way, 
but instead felt that Congress should not 
be given any encouragement in taking 
any interest in the affairs of the state. 
Those who support such a movement 
said that there is no way to stop the 
writing of unauthorized insurance 
through the mails except by control of 
interstate commerce or through the post 
office department. The law, as sug- 
gested by Commissioner Smith asked 
the postmaster general to do things 
which were not within his power, in the 
opinion of some members of the com- 
mittee and furthermore it is not in the 
province of the insurance commissioners 
to suggest legislation to Congress. 


Decline to Take Action 


The committee also declined to take 
any action on the resolution offered in 
Seattle recommending a uniform law 
prohibiting the placing of primary or 
direct insurance with unauthorized or 
unlicensed insurers. It stated that un- 
less the mover of the resolution would 
change it so that reinsurance would be 
included as direct writing and submit 
with it a proposed bill with any further 
resolutions it could not consider it. 


Group Insurance on Postal Employes 


A third topic taken up by this com- 
mittee was the group insurance which 
is being solicited by some companies 
on postal employes. These companies 
are not confining their solicitation to the 
states in which they are authorized to 
write business. They are _ soliciting 
group insurance from these postal em- 
ployes at a low rate and the plan is to 
appoint one of the postal clerks to make 
the collection. 

The committee reported that it is this 
feeling that this is a matter subject to 
the laws of the individual states, but that 
it recommends to the convention that it 
disapprove such action on the part of 
the companies. 


Pamunkey Tribe Pow-Wow 


The pow-wow of the Pamunkey tribe 
was held Tuesday evening in honor of 
Commissioner Kendrick, the president 
of the Insurance Commissioners Con- 
vention. Col. Joseph Button of Virginia 
was the big chief and presided. Henry 
F. Tyrrell, the scribe, was master of 
ceremonies. John A. Hartigan of St. 
Paul represented the fathers of the 
tribe, Edward C. Stone of the Emplov- 
ers Liability at Boston acted as prelate. 
Charles H. Burras of the National Sur- 
ety at Chicago was supervisor of the 
tableaux, Clifford Ireland, Illinois di- 
rector of trade and commerce, was ex- 
emplifier and Walter K. Chorn of Kan- 
sas City, former Missouri commissioner, 
Was conductor. Herbert N. Laflin, Mil- 
Waukee, assistant counsel of the North- 
Western Mutual Life, responded for the 
Initiates. 

The banquet tendered by the Illinois 
companies was held Wednesday evening 
with Clifford Ireland as toastmaster. 


NONMEDICAL WRITING 
SUBJECT OF ANALYSIS 


(CONTINUED FROM PAGE 4) 


oe and to what extent from informa- 
dif obtained by other means, it is 
cult to estimate. Only the general ef- 
Sct of all factors combined is known. 
tend medical examination naturally 
Pm S to counteract the influence of ad- 

tse selection on the part of the apopli- 


so strong that at times it may more than 
offset the benefits of medical selection. 
An examination of death claims will 
bring to light cases which clearly indi- 
cate that in spite of the medical exami- 
nation a sufficient number of undesir- 
able lives have succeeded in obtaining 
assurance at ordinary rates to produce a 
supernormal rate of mortality. It may 
also be observed that a study of the 
death claims occurring during the first 
and second policy years under medically 
examined business, even where the ex- 
perience as a whole is distinctly favor- 
able, not infrequently reveals cases 
where the disease from which the pol- 
icyholder succumbed apparently existed 
in its initial stages at the time of the 
examination. Whether known or un- 
known to the applicant, the medical ex- 
aminer failed to detect its presence. 


Cases Frequently Missed 


“Apart from the value of the medical 
examination in the appraisement of sub- 
standard lives, its purpose is to elimin- 
ate two classes of persons. The first 
class consists of those who know they 
are medically unfit and who attempt to 
defraud the company; the second class 
are those suffering from impairments of 
which they are entirely ignorant. The 
more serious impairments should be dis- 
covered by the ordinary methods of ex- 
amination, but it is no reflection upon 
the medical examiner to say that, with 
some forms of disease, the impairment 
will go undetected if the applicant, in 
an attempt to deceive the company, 
withholds material information. So far 
as the first class is concerned, we must 
always depend largely upon information 
obtained from sources other than medi- 
cal examination, as for instance, an in- 
dependent inspection report, to protect 
the company from fraud. As regards 
the second class, the impairments to be 
feared are principally early or latent tu- 
berculosis, heart impairments and those 
which may be disclosed by urinalysis. 
Most doctors will admit the difficulty of 
detecting early or latent tuberculosis by 
the ordinary methods of examination. 
Cases of this kind are frequently missed. 
The medical examination should, how- 
ever, be effective in revealing heart im- 
pairments and those disclosed by the 
urinalysis but even these are not always 
discovered. 


Regulations for Protection 


“The main provisions of the regula- 
tions adopted as a protection against 
fraudulent cases are the limitation of the 
amount of assurance to a moderate sum, 
requiring that all applications within the 
established limits must be submitted on 
the nonmedical basis, referring back for 
a medical examination all cases present- 
ing any features of a suspicious or 
doubtful character, obtaining an inde- 
pendent inspection report from an out- 
side source, and the scope and character 
of the questions embodied in the appli- 
cation form. Measures are also taken to 
guard against applications being made 
to more than one company at the same 
time. To prevent this a central bureau 
was operated for some time, but the 
number of cases discovered proved to 
be so small that the benefits derived did 
not justify maintaining it. The inspec- 
tion report is now relied upon for this 
information. As a protection against 
heart impairments or those disclosed by 
urinalysis among persons apparently 
healthy, reliance was largely placed 
upon establishing a maximum age limit 
of 45. This has since been extended by 











A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendert of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
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Springfield Life Insurance Company 


A MurTuac Leoat Reserve Lire INsuURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 














C. Hubert Anderson, Supt. Agencies 
Springfield, Ill. 


A. L. Hereford, President 
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CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 


DES MOINES - = = = = IOWA 

















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of 
twenty-two years of careful research and experience. 
THE OTIS HANN COMPANY 
Chicago, 


10 So. La Salle St. Illinois 











Service to Policy Holders 


Live Up-to-Date Policies 


H. B. HILL, President 





A few good openings for good live producers in Illinois. Correspond 
JAS. FAIRLIE, Vice-Pres.and Actuary F.M.FEFFER, Vice-Pres. and Agency Director DR. J. R. NEAL, Sec. 


MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents Service to the Public 


Operates under the Famous “Registration Act’’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


Ordinary Life Limited Payment and Endowments 
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some companies. It was considered that 
with proper regulations the number of 
impaired lives which might be included 
would be so small proportionately as not 
appreciably to affect the rate of mortal- 
ity; moreover any extra mortality that 
might result as compared with the mor- 
tality that would have been experienced 
under medically selected business it was 
believed would be offset by the saving 
in medical fees. It was felt also that 
the nonmedical plan would result in a 
wider distribution of risks, so making it 
possible to write a greater volume of 
business upon standard lives hitherto 
uninsured resulting in a reduction in 
the proportion of impaired lives ac- 
cepted. If this premise proved to be 
correct extra mortality would be re- 
duced to the point where it would not 
have any appreciable effect upon the 
experience as a whole. 
Expectations Justified 

“The gradually developing experience 

of the companies seems so far to have 


justified their early confidence and to 
have borne out their most optimistic 


expectations with the result that the: 


regulations have been adjusted to permit 
of a substantial enlargement of the 
scope of the nonmedical system. The 
amount accepted under the plan was or- 
iginally fixed by different companies at 
from $1,000 to $2,000. The limits at 
present range from $2,000 to $5,000 for 
male lives and from $1,000 to $2,000 for 
female lives. It may be remarked that 
the companies which have increased the 
limit to $5,000 were to some extent influ- 
enced by the action of certain companies 
in increasing their nonmedical limits un- 
der the payroll deduction plan. The 
age limits have been generally extended 
to embrace ages 15 to 45 and in one 
Canadian company the range is 17 to 50. 
Some of the American companies go as 
high as age 55, but the wisdom of ex- 
tending the nonmedical plan beyond age 
50 may well be questioned. As a rule 
business on female lives is restricted to 
wage-earners. Only four of the 17 Can- 
adian companies transacting this busi- 
ness accept married women without ex- 
amunation. 


Representative Canadian Practice 


_ “The practice of the companies differs 
in certain respects, but a brief account 
of the more important regulations at 
present in force in the company with 
which I am connected may be taken as 
broadly representative at least of Can- 
adian practice. The maximum amount 
which will be written within one year is 
$5,000 on male lives and $2,000 on fe- 
male lives. Single self-supporting women 
only are accepted. Subsequent applica- 
tions will be considered on male lives 
for not more than $2,000 in any one cal- 
endar year until a maximum of $10,000 
is reached. The limits originally were 
2,000 for males and $1,000 for females. 
These were increased early this year. In 
most companies the limits range from 
$2,000 to $3,000. The age limits at the 
outset were 20 to 45, but they have now 
been extended in our case to embrace 
ages 17 to 50. Policies with the excep- 
tion of term and one special plan, are 
issued on any of the regular plans at 
standard rates of premium, and standard 
dividends are allotted. All applications 
within nonmedical limits must be sub- 
mitted on the nonmedical form unless 
the applicant is known or believed to be 
a substandard life in which case the 
agent is authorized to have him medic- 
ally examined; he is, however, required 
to make a report stating his reasons for 
having done so. Measures are taken to 
prevent an applicant from obtaining an 
unduly large amount of assurance on the 
nonmedical plan by taking out policies 
in a number of companies. Definite 
questions designed to disclose this in- 
formation are contained in the applica- 
tion form as well as in the inspection 
report. An independent inspection re- 
port is obtained in every case. The 


name and address of the applicant’s 
medical attendant, if any, is called for 
and he is authorized by the applicant to 
give full information regarding the past 
or present condition of his health. A 
report is secured from the doctor only 





when deemed necessary, but the knowl- 
edge that his medical attendant may be 
communicated with is believed to have 
a salutary effect in eliciting correct an- 
swers to the question relating to the 
health of the applicant. 


Provisions for Examination 


“The double indemnity and total dis- 
ability benefits are granted where the 
risk appears eligible for these benefits. 
In certain cases substandard policies are 
issued with liens or ratings, in particu- 
lar where the impairment is due to fam- 
ily history or overweight. Where the 
impairment is of a type which can be as- 
sessed only by the findings of the medi- 
cal examiner or where there is a recent 
history of pleurisy, suspected tuberculo- 
sis or recent exposure to tuberculosis, a 
medical examination is demanded. It is 
also insisted upon where there is a sus- 
picion of any major impairment as of 
the heart, lungs or kidneys. The writ- 
ing of nonmedical business is not re- 
stricted to certain agents, but is ex- 
tended to the entire field force. It has 
been the conception from the outset that 
the proper working of the plan depended 
upon its general application, and for 
this reason all applications within non- 
medical limits are required to be written 
on the nonmedical form. 


Trend Carefully Followed 


“The importance of following the 
trend of the business closely has been 
realized from the beginning and most 
of the Canadian companies are keeping 
a close watch upon their mortality ex- 
perience year by year. The average rate 
of mortality has in each year been less 
than 2.5 per 1,000 or in other words, 
considerably lower than the American 
Men select rate of mortality at age 30 
during the first year of insurance. In 
five companies where the ratio of actual 
to expected mortality had been calcu- 
lated, the mortality was well within the 
Canadian Men select table in each in- 
stance, the percentages ranging from 51 
to 89 and averaging about 72. The rates 
of mortality by the Canadian Men table 
are lower than those of the American 
Men table. If compared with the latter 
table, the nonmedical experience would 
show a ratio of about 66 percent of the 
expected. In the company with which 
I am connected, the saving in medical 
fees up to Dec. 31, 1924, was consider- 
ably in excess of the total nonmedical 
claims incurred up to that date. It may 
therefore be inferred that the savings so 
effected afford ample provision to cover 
any fraudulent claims that may arise. 
Three of the Canadian companies com- 
pared their experience under medically 
selected business with the nonmedical 
business during the same period and in 
each case the advantage was in favor of 
the nonmedical to the extent of 3% per- 
cent of the expected by the Canadian 
Men table in one case, and about 11 per- 
cent in the other two. 


Was Efficiently Selected 


“IT have endeavored to obtain further 
information on this question from the 
experience of the company with which I 
am connected. For this purpose, an in- 
vestigation has been made embracing 
nonmedical business from the inception 
of the system up to Dec. 31, 1924, and 
also of medically examined business is- 
sued at standard rates during the same 
period. The expected deaths were cal- 
culated by the American Men select ta- 
ble. In the medically examined business 
the ratio of actual to expected was 64 
percent, and in the nonmedical 61 per- 
cent, the difference being slightly in fa- 
vor of the nonmedical. The experience 
naturally is but small; moreover, care 
should be taken not to exaggerate the 
value of the comparison because of the 
limits in regard to age and amount of 
insurance which apply to the nonmedical 
business. The average age at issue of 
the nonmedical was approximately 30 
and of the medically examined business, 
about 35. All cases over $2,000 came 
under the medical section. It should be 
remembered too that the medically ex- 
amined section includes some border- 
line cases of $2,000 or less referred back 
for medical examination and_ subse- 





quently accepted at standard rates. 
When all allowances are made, however, 
it is apparent that up to the present time 
it has been found possible to select the 
nonmedical business as efficiently as 
that which has been medically examined. 


No Increase in Suits 


“The fear freely expressed when the 
nonmedical plan was first contemplated, 
that its adoption would increase the 
number of disputed claims has not been 
realized. Thus far, no nonmedical claim 
has been a subject of suit in the courts. 
In cases where material information has 
clearly been suppressed, little difficulty 
has been experienced in effecting a sat- 
isfactory settlement. The number of 
disputed claims up to Dec. 31, 1924, in 
all Canadian companies was 10 out of a 
total of 259. The fact that the contract 
is based entirely upon the good faith of 
the applicant seems to place a company 
in a much stronger position where ma- 
terial information has been withheld, 
than is the case where the applicant has 
been examined by the company’s regular 
medical examiner. 


Difference in Agency Systems 


“The suggestion has been made that 
possibly nonmedical business may be 
conducted. more safely in Canada than 
in the United States owing to the differ- 
ence in the agency systems generally 
favored in the two countries. In Can- 
ada, the branch office system is the more 
general form of agency organization 
while in the United States, the general 
agency system is used by most compa- 
Under the branch office system, 


nies. 
the agent holds his contract directly 
from the company, a_ circumstance 


which possibly conduces to more effec- 
tive control. In this connection I be- 
lieve there is some impression abroad 
that agents in Canada are chiefly paid 
by salary; this is entirely wrong. Agents 
in Canada are almost universally re- 
munerated by commission, so that his 
interest in securing a particular case is 
equally as strong as that of his confrere 
in the United States. Whatever system 
of control or remuneration is in vogue. 
the importance of careful supervision of 
the agent’s work in connection with 
nonmedical business cannot be too 
strongly emphasized. 


“Gives a Warning’ 


“There is perhaps some ground for 
the fear that the favorable experience of 
the Canadian companies so far may lead 
some comr,inies, under pressure of com- 
petition or in the interests of increasing 
the volume of new business, to extend 
the application of the nonmedical plan 
outside of the bounds warranted by that 
experience and beyond the limits of 
business prudence. The strong negative 
opinion on this method of underwriting 
will serve a useful purpose if it tends 
to influence companies to confine the 
nonmedical system to conservative limi- 
tations. It may also serve to emphasize 
the dangers which must inevitably re- 
sult from any lowering of standards of 
selection or relaxation of care in inves- 
tigations. 


Increase Examiner’s Value 


“The effect of the nonmedical plan 
upon the medical examiner and his fu- 
ture relationship to the company, is a 
matter deserving of consideration. It 
was not to be expected that the plan 
would have received a favorable recep- 
tion at the hands of the medical men. 
At first some openly expressed their 
disapproval, while others appeared to be 
indifferent. As the nonmedical business 
has developed, however, the feasibility 
of the plan appears to have become 
quite generally admitted by the medical 
officers of those companies where it is 
in operation; now that it is becoming 
better understood, the medical examin- 
ers also, I believe. are not unfavorably 
disposed towards it. The work of the 
individual medical examiner is natur- 
ally decreased for the time being, but 
the ultimate effect probably will be that 
the number of medical examiners will 
be reduced and the work of each will 
correspondingly increase. This will ap- 
ply particularly to the large centers of 





population. The tendency I believe wij) 
be to increase the importance and im. 
prove the efficiency of the work of the 
medical examiner. In one departmen; 
at least the services of the medical ex. 
aminer are indispensable, namely, the 
selection of business rated as substand- 
ard because of physical impairments 


Practice Rapidly Extending 


“The practice of assuring substandard 
lives is rapidly extending among the 
companies and the field of coverage js 
steadily broadening. Many classes oj 
lives, which would have been rejected 
a few years ago, are now accepted with 
moderate ratings. This is the result of 
the gradual accumulation of knowledge 
as to the effect of various forms of im. 
pairment upon the rate of mortality, re- 
sulting from the joint research work of 
the medical directors and actuaries oj 
our companies. Substandard business 
cannot be conducted without the aid of 
the medical examiner and great develop- 
ments may be looked for in this field in 
the future.” 


Many Join McGuffey Society 


Under the leadership of Dave Dille- 
hunt, a large number of the officers o/ 
the Ohio State Life are being enrolled 
as members of the McGuffey Society, 
and it is expected that the society will 
soon assume national proportions. 
Among those who have enrolled are 
President John M. Sarver, Vice Presi- 
dent U. S. Brandt, Medical Director C. 
E. Schilling, Secretary-Treasurer Joseph 
<. Bye, Actuary Harry C. Fetsch, 
Auditor Arthur R. Harper, Superin- 
tendent of Agencies W. Scott Boyenton, 
Statistician W. R MHarbeson, District 
Manager C. W Halfhill, Manager D. F. 
Shafer, Manager Irving S. Hoffman, 
Manager M. H. Coulter, Contract Clerk 
E. F. Palmer, Director Willis H. Ram- 
sey, Manager L. A. High, Claim A¢d- 
juster S. P. Deeds, Agency Supervisor 
J. H. Waterman. Cashier F. E. Sturde- 
vant, Agent C. C. Kerr, General Agent 


‘Fred W. Hoch and Photographer J. W 


Maior. The Ohio State Life is now in 
position to hold little McGuffey meetings 
of its own. 


National Fidelity Contests 


A sales contest held in November by 
the National Fidelity Life was decidedly 
successful, increasing sales about 90 per 
cent above those of October. The first 
prize went to O. J. Bates, Oklahoma 
City; second, J. L. Adams, Holdenville. 
Okla. 

Another contest is being held this 
month on a different basis. To the 
agency which writes, as an agency, the 
largest volume of insurance, will be 
given $100 worth of advertising, which 
may take the form of local newspaper 
advertising or novelty advertising. The 
second prize will be given to the indi- 
vidual agent in the nine states where 
the company operates who writes the 
largest number of cases. 


Gets Pledges for Renewals 


Secretary C. N. Sears of the Kansas 
City Life is sending to each agent o 
the company a list of all premiums com- 
ing due in January, with a card to be 
signed by the agent, reading as follows: 
“Received statement of premiums due 
January, 1926. I will do my best to 
duce each policyholder to remit second. 
annual, semi-annual or quarterly pre 
mium due in January, better renewal 
month. I will return statement at the 
end of campaign with report of any ™ 
paid premium.” 

Mr. Sears is enthusiastic about this 
plan and says that he has already ' 
ceived many pledge cards signed by the 
agents. 


Continental’s Good Gains 


The Continental Life of St. Lous 
showed a 77 percent increase in wit 
ten business during November. - 
pared with the same month i Bees 
This company has shown consistet 
gains in every month of 1925. 
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| urally expected him to order a salad to} to take a vacation. The fact is they 


Keeping Physically and Mentally Fit 
Is a Prerequisite to Attaining One's 


HE superintendent of agencies of a | 
Taree company, who has had a wide | 

life insurance experience, told me 
observation 
most life salesmen sold themselves pri- 
marily and life insurance incidentally. 
So important is the salesman himself in 
effecting sales that a series of articles 
aiming to even touch the high spots 
of successful salesmanship would be in- 
complete without something being said 


recently 


on the 


Highest Possibilities in Salesmanship 


it was his 


personal side. 


Give Attention to 
Keeping Physically Fit 


Somehow many salesmen do not look | 
upon health as having anything par- 
to do with salesmanship. It 
But since to | 


ticularly 


seems to be a thing apart. 


do our best work we must be in good 
physical condition, health is an essen- 


tial element. 


A mechanic can get through a day’s 
work and make a respectable showing 
if he is not feeling his best, 


BY JOSEPH 


but not so 


J. DEVNEY 
a salesman. 
duce proper results. 


well, 
|and reserve power. 


that 


| ity to follow it up. 
Right - wg f. 
of Prime Importance 


He is primarily a brain 
worker and must be on edge to pro- | 


To work right one must feel right, 


and to feel right one must live right. 
There is sufficient truth in the old say- 
ing that what is poison for one man is 
food for another, to prompt every indi- 


eat accordingly. 
splendid books written on diet 
it will pay to read. 

side me in a restaurant and 
three large pecan rolls. 
eat one, 
that anyone should order three. 


vidual to observe what kinds and com- | 
binations of food are best for him and 
There have been some 


which 


Recently a young man sat down be- 
ordered 
I occasionally 
but it struck me a bit strange | 





balance up, but instead he ordered a 
| chocolate eclair and then a cup of coffee 
for a chaser. I instinctively looked him 
| over to see what manner of man he was 
and found him to be just what might 


be expected, thin and anemic. It was 
|evident that he either did not know 
how to eat or was using poor judg- 


ment. He didn’t look able to do a real 
| day’s work. This is an exceptional case, 
but anyone who has paid particular at- 


To do his work ! tention to his diet will find much room 
a salesman needs a driving force 
He must take the 
initiative and possess the necessary viril- | 


for improvement as he studies and ob- 
| serves. 


| Human Battery Must 
Be Kept Charged 


Keep the human battery charged. We 
| know that when the auto battery runs 
| down it is a job to get the car started. 
We have to crank ’er. That is exactly 
| what the human being has to do when 
| his battery runs down; he has to force 
himself to work. 
| The best time to get ready for work 
is the night before—by getting a good 
night’s rest. Playing bridge, dancing or 
| listening to the radio until 2 a. m. is a 
poor preparation for work the next day. 
In addition to proper rest every night, 
a vacation of two weeks each year seems 
also to be essential to keep one at one’s 
best. Some men feel they cannot afford 








cannot afford not to do so. 


Exercise Indispensable 
for the Brain Worker 


Proper exercise for the brain worker 
is also indispensable. There are so many 
ways in which this can be taken that 
there is no excuse for anyone not tak- 
ing it. Golf, tennis, baseball, boxing, 
wrestling, gymnasium work,. walking, 
etc., all offer means of agré@dble exer- 
cise. When we read the intimate lives 
of such men as Roosevelt and others 
we sometimes wonder when they found 
time for work, they spent so much time 
in play. But the fact that they kept 
their batteries well charged enabled 


| them to do more and better work while 


they were at it. 

As an aid to keeping fit, it is a good 
idea to take a physical examination oc- 
casionally to determine if there is any 
incipient disease lurking in the system. 
I know an underwriter who has his doc- 
tor look him over every three months. 
He always appears to be in good condi- 
tion and full of vigor and he produces 
over half a million a year. 

It is well known that one’s mental 
attitude has a large influence on his 
physical condition. The person who is 
always worrying and is in a depressed 
frame of mind cannot be as effective as 
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OPENINGS AT 


Eureka, Calif. 
Fresno, Calif. 


Santa Barbara, Calif. 


San Diego, Calif. 
Kockford, IIL 
Springfield, It. 
Fort Wayne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Mason City, lowa 
Pueblo, Colo. 
Denver, Colo. 
Grand Rapids, Mich, 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Nashville, Tenn. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
|| Norfolk, Va. 
Richmond, Va. 
Roanoke. Va 
Yakima, Wash. 
Wenatchee, Wash. 




















*‘POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGED— 


1. a Agencies less than five years old 
ol 
2. For Agencies up to seven years old 
.000. 


3. For Agencies over tem years old 
$25,000. 
REMEMBER THAT'S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oO. JI. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


ST. PAUL—“‘Where the Great Northwest Begins’’ 





The Minnesota Mutual now a $107,000,000 company 











‘THE ROYAL UNION LIFE} 
INSURANCE COMPANY §& 


Des Moines, lowa 


Strong and Progressive { 














Paid to Policyholders— : 
Over—$19,000,000.00 


Insurance in Force— ; 


Over—$ | 38,000,000.00 








ly D.C. Costello, Secretary 


A. C. Tucker, President 


Wm. Koch, Vice Pres. 
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one whose spirits are buoyant. On the 
other hand, physical condition has much 
to do with one’s mental attitude. The 
man who is in ill health is likely to be 
depressed mentally. So the salesman 
who is aiming to be 100 percent efficient 
should pay special attention to both his 
physical condition and his mental atti- 
tude. 

We can most easily persuade the peo- 
ple who like us. Since we can make 
people like us by emanating love, sym- 








ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 














A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


2 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY. 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 








J. McCOMB 
e _COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and minations Made. Policies 
and all Life Insurance Forms Pre- 
— d The Law of Insurance a 
pecialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


RARRETT N. COATES 
CONSULTING 
ACTUARY 


54 Pine Street - - San Francisco 








E. L. MARSHALL 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 
_ Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 





pathy, generosity, sincerity and a 
warmth of a spirit generally, we can 
acquire a real asset by cultivating these 
qualities. The various forces which 
make up a good personality can be de- 
veloped. For the purpose of this de- 
velopment it will pay to note and prac- 
tice ways of roam people like you. 
If you are desirous of making the maxi- 
mum success of salesmanship of which 
you are capable you must develop this 
faculty or fail. A dominant, winning 
personality does not merely lie in be- 
ing cheerful, agreeable and enthusiastic; 
there must also be something solid and 
substantial behind these forces to make 
them effective. 


‘| Must Have Good 


General Knowledge 


To talk to prospects interestingly and 
intelligently, hence effectively, a sales- 
man must have a good general knowl- 
edge as well as be conversant with his 
business. In order to grow and develop, 
the mind needs a plentiful supply of 
wholesome mind food. Therefore it is 
profitable not only to study one’s busi- 
ness assiduously, but also to read worth- 
while outside literature. The vice-presi- 
dent of a middle west life company who 
is 70 years of age and performs a tre- 
mendous amount of work in connection 
with his duties as a company official, 
makes it a practice to read 15 solid 
books not on life insurance every year. 

inuous Study 
Will Give Results 

The reading of any single article, half 
dozen articles or a book on salesman- 
ship will not make a salesman, but if a 
salesman continues to study and con- 
sider the theories, methods and princi- 
ples which are called to his attention 
and puts into actual practice those 
which his best judgment dictates, he is 
sure to develop sales ability. Much of 
what we read sifts through to our sub- 
conscious minds. Many things do not 
remain in the conscious mind and we 
cannot recall them. But after reading 
on a subject for a considerable time, 
the sub-conscious mind appears to sepa- 
rate the wheat from the chaff and 
throws the wheat back into the con- 
scious mind. 

I have often noticed that in reading 
articles on salesmanship I would not 
agree with some of those ideas ad- 
vanced, but after a while, somewhat 
modified ideas would occur to me. I 
would be convinced that these were 
worth while and I could then use them 
effectively. As the mental processes in 
all people are the same, like results 
should obtain with different people. 
Therefore, I reiterate the statement that 
if a salesman will study salesmanship 
continuously he will evolve an effective 
set of principles, methods and practices 
which are really his own, and having 
been worked up in the crucible of his 
sub-conscious mind and being his own, 
he can use them with telling effect. 


Without Improvement 
One Slips Backward 


_ While you have the opportunity to 
increase your ability, don’t overlook the 
equally important fact that you must 
improve or you are sure to slip back. 
As one’s physical strength wanes, his 
mentality should be developed to offset 
it. Many a veteran underwriter who 
has been in the business for years has 
become set in his ways and has lost 
because he failed to continue to study 
and develop. When you reach the 
point that you feel you “know it all” or, 
for some other reason, you cease trying 
to improve your method, let that be a 
sign that you are at the turning point 
in your career. 

The more energetic you are in your 
efforts to increase your skill as a sales- 
man, the longer you will defer the turn- 
ing point. A man may be at his phy- 
sical best at 25, but he may be at his 
mental best at 60 or older, if he will 
pursue the right course. 


Home Life Meeting 


The General Agents’ Association of 
the Home Life hold its annual meeting 














in this city June 21-22. 








LIFE PRESIDENTS HAD 
SUCCESSFUL MEETING 


(CONTINUED FROM PAGE 3) 


southern woman, she asked where his 
home was. He said that he came from 
Iowa. She inquired, “Where is that ” 
Mr. Kendrick said: “Iowa is just far 
enough west to get the cream of the 
east, just far enough east to escape the 
hot winds of the west; just far enough 
south to escape the blizzards of the 
north; just far enough north to escape 
being called Missouri.” 


Interest in Hunter’s Paper 


There was much interest in Arthur 
Hunter’s paper, on account of the forth- 
coming report of the Actuarial Society 
of America committee on total and per- 
manent disability. Mr. Hunter said that 
the report had not been completed and 
therefore he could not give all the in- 
formation, but would deliver the work 
that had been so far completed. 

The annual meeting closed Friday 
afternoon when President Edward D. 
Duffield of the Prudential paid a beau- 
tiful tribute to Job E. Hedges, late gen- 
eral counsel of the Life Presidents As- 
sociation. 


Three Ex-Presidents on Hand 


There were three ex-presidents of the 
National Association of Life Under- 
writers at the meeting, acting as body- 
guard for President Frank L. Jones, 
they being Graham Wells of New York 
City, Edward A. Woods of Pittsburgh 
and J. W. Clegg of Philadelphia. There 
were a number of New York City gen- 
eral agents present at different times, 
the ones attracting the most attention 
being Hugh D. Hart and Gerald A. 
Eubank, managers of the Aetna Life in 
New York City, who have made a big 
record there. 


Old Timers on Hand 


The usual convention attendants rep- 
resenting organizations and companies 
were on hand, they being John M. Hol- 
combe, Jr., of the Life Insurance Re- 
search Bureau; James L. Madden of the 
United States Chamber of Commerce, 
Thomas W. Blackburn, American Life 
Convention; Henry F. Tyrrell, North- 
western Mutual Life; J. V. Barry, Met- 
ropolitan Life. W. G. Curtis, president 
of the National Casualty of Detroit, who 
was in New York to attend the Insur- 
ance Federation meeting, sat in at some 
of the sessions of the presidents’ meet- 
ing. H. G. B. Alexander, president of 
the Continental Casualty and Conti- 
nental Assurance of Chicago, was on 
hand. 

The attendance of western and south- 
ern company officials was cut down con- 
siderably because many desired to go 
to the insurance commissioners’ meet- 
ing at Chicago this week. Two men 
who now accompany each other on 
many trips, Arthur I. Vorys of Colum- 
bus, O., former commissioner of that 
state, and W. J. Williams, president of 
the Western & Southern Life, were 
present. Mr. Vorys is a director of 
the company. 

Many Out to Hear Fiske 


Haley Fiske, president of the Metro- 
politan Life, attracted a large audience 
when he made his address. Mr. Fiske, 
one of the outstanding figures in Amer- 
ican life insurance, is always forceful 
and comprehensive in his public utter- 


ances. When Mr. Fiske speaks people 
stop and listen. He has a big vision for 
life insurance in that he believes its 


field should constantly be enlarged. He 
sees the time when a life company must 
provide for unemployment insurance, 
old age pensions, etc. He thinks that 
this is a social service that should fall 
upon the life insurance companies. 


Building Up Junior Department 
The National Fidelity Life of Kansas 
City, which was one of the first com- 
panies to give regular policies to young 
people, is watching the growth of its 
junior department with great satisfac- 





tion. The “National Fidelity Junior,” a 


—= 


monthly magazine, is published for th 
junior policyholders. 

This little magazine, which uphok 
education, physical life work and th 
thrift program of the junior policyhol 
ers, is at present boosting the “Worth 
While Boys” movement which th 
Lyons Club of Kansas city is sponsoring 





Dismisses A. I. U. Suits 


Judge Benson Hough of the feder 
court at Columbus, O., has thrown oy 
of court two suits which had beg 
brought for the purpose of preventin 
completion of the building being erecte 
by the American Insurance Union } 
that city. The actions had been brough 
by Frank and James McGarry of Ch 
cago. The state insurance laws, th 
court held, provide that a suit in injune. 
tion against a fraternal insurance orde 
may be brought only by the attorney. 
general. The attorney-general som 
time ago decided he would not bring th 
suit. The actions in court called for a 
accounting of the insurance order’s fund 
and for the appointment of a receiver 
it being alleged the offices of the Union 
had no authority to proceed with th: 
construction of the building, which wil 
be one of the tallest, if not ‘the talles, 
in Ohio. 
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Stephen M. Babbit 
President 


Hutchimson, Kansas 








MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Expe- 
rience, Low Cost, a Splendid 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 


—— 

















DIRECTORY OF | 
LIFE INSURANCE| 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 


BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 


— 
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